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Conklin President, 
Perry Chairman of 
Northern of N. Y. 


New President, With Company 
Over 20 Years, Member of 


Prominent Insurance Family 


TWO MADE VICE PRESIDENTS 
Scherne and ‘Theen Advanced; 
Former Heads Western Dept. 
and Latter Automobile Dept. 


Charles H. Conklin, who has been 
first vice president of the Northern of 
New York for nearly two years, was 
elected president of the company last 
week to fill the vacancy caused by the 
death a few weeks ago of President 
George Z. Day. Hoyt O. Perry, who 
has been a vice president in charge of 
investment affairs of the Northern, was 
elected chairman of the board, and H. 
Richard Scherne and Fred J. Theen 
were advanced from secretaries to be 
vice presidents. Mr. Scherne is in charge 
of the Western department and Mr 
Theen heads the automobile department 

President Conklin is a well known and 
highly respected insurance company ex 
ecutive whose ability has gained for him 
rapid advancement through various offi- 
cial posts. He will be 47 years old this 
year. Member of a family long promi- 
nent in insurance he was born in Hack- 
ensack, N. J., in 1901. A graduate of 
Lawrenceville School, where he was a 
member of the baseball, basketball and 
golf teams, vice president of the school 
sad winner of the Thompson prize for 
scholarship and all around athletics he 
went to Yale Sheffield Scientific School 
from which he was graduated in 1923, 
getting an M.E. degree. 

At Yale he was a member of the 
championship basketball team, of the 
golf team, the Torch (senior society), 
Berzelius Society and Tau Beta Pi, 
which is the Phi Beta Kappa for engi- 
neering. Upon graduation he was offered 
by Yale a position of instructorship in 
the engineering school but decided, how 
ever, ‘to go into business. 


In New Jersey Field 12 Years 


Mr. Conklin entered insurance with 
the Assurance Co. of America and was 
in the metropolitan, brokerage and sub- 
urban departments. When this company 
was merged with the Northern of New 
York in 1926 he was made a special 
agent in the New Jersey field, which 
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John Quality Agent 


When you call him John Q. Agent let us hope you mean that 
the “Q” stands for Quality and that quality stands for the National 
Quality Award. There’s a new one coming up. 


The last day for receiving applications at the Home Office 
toward the winning of the 1948 National Quality Award and the 
approval and reshipment or filing at headquarters is February 28. 


The National Quality Award is well worth receiving. The 
Award is good for your prestige but it is also good fur you be- 
cause you have to earn the Award to get it. 


What you can do about it now is this: 


1. Secure the application blank. 


2. Start working up the statistics which determine your qual- 
ifications and put them through your General Agent. 


Remember the deadline, February 28. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 


President 


INDEPENDENCE SQUARE, PHILADELPHIA 











Berkshire’s Field 
| Meeting Told pot 
Its, New. J Policies 


‘Company Gained $100,000,000 in 


Force During Past Five- 
Year Period 


MORTGAGE FIELD ACTIVITY 


That Item in Portfolio Now $35,- 
000,000; Gegeral Agents Average 
$1,3 Annual Production 


By CLarENcCE AXMAN 


The Berkshire Life of Pittsfield, Mass., 
which in three years will be celebrating 
its centenary, held its annual field con- 
vention last week in Palm Beach, Flor- 
ida, at the Hotel Biltmore. The gath- 
ering was called the Rhodes,Club Con- 
ference, a club which consists of the 
company’s leading producers and which 
was named after the late Frederick H. 
Rhodes, for many years the Berkshire’s 
president. 

The company had concluded a year in 
which more than $40,000,000 of produc- 
tion was written, its gain in imsurance 
in force over the last five-year period 
being more than $100,000,000. In 1947 
the Berkshire passed the $300,000,000 
mark for insurance in force. Average 
production of its thirty general agencies 
last year was $1,300,000. Average pro- 
duction of its full-time producers was 
$193,000. Average policy was more than 
$7,000, exclusive of Juvenile insurance 
coverage. Average premium increased 
over that of 1946. 

The Berkshire enters 1948 with a com- 
plete and revamped portfolio of policies 
—both adult and juvenile. Jt has new 
settlement options, new application 
forms, a new rate card, new merchan- 
dise chart and a variety of new sales 
tools. The company’s return to the dis- 
ability insurance field has already been 
printed in trade papers. The company’s 
Triangle Pattern Manual covers the 
basic needs for life insurance with : 
Clean-up Fund, Maximum Family In- 
come, Mortgage Redemption, Retire- 
ment Income, Social Security and Sim- 
ple Estate Programming. 


Activity in Mortgage Field 


In 1942 the Berkshire owned 201 prop- 
erties of real estate with a book value 
of $9,000,000. Today, there are only 
about seven of those properties unsold 
for a little over $300,000, with more than 
that much in real estate reserve. Of the 
mortgages the Berkshire took back on 
those properties many have been paid 
off. The appraisal value of those left 
is much in excess of the amount of the 
company’s mortgages. Of the 261 con- 
ventional mortgages held by the com- 
pany in 1942 about one-third of them 
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Waen your clients and prospects need the most for the least cat 


for the longest in Life insurance, tell them about Travelers Triple wri 
Protection. Ae 

This economical form of Life insurance, which pays the beneficiary ag 
three times the face value of the policy, offers maximum protection for Jon 
the growing family during the period when prudent, intelligent use 


of each dollar is a necessity. ap 
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The year 1947 proved to be the great- 
est in the history of the company, 
George F. B. Smith, vice president in 
charge of agencies for Connecticut Mu- 
tual Life told the general agents at the 
annual conference at the Hollywood 
Beach Hotel, Hollywood, Florida. The 
amount of new business placed in 1947 
was $224,702,682. This is 8.5% better 
than 1946, the company’s best previous 
year, and 75.7% better than 1945. Dur- 
ing the year the insurance in force in- 
creased by $157,755,823 which is 10% 
more than the insurance in force at the 
beginning of the year. Total insurance 
in force stood at $1,697,948,941 at the 
end of the year. Mr. Smith congratu- 
lated the three leading general agents 
of the company, John M. Fraser, New 
York, Meyer M. Goldstein, New York, 
E. F. White of Dallas. He also paid 
tribute to the general agents who made 
the largest increases in percentage dur- 
ing 1947. The three leaders are J. Mil- 
ton Edelstein, Chicago; James H. Far- 
rar, Chicago; and John G. Whittle, De- 
catur. He also announced plans of the 
agency department for the coming year, 
including a series of advanced under- 
writing forums, a school for supervisors, 
a series of schools on programming, and 
one-week conferences in the home office 
for general agents. 

The four-day session was planned by 
a general agents’ program committee in 
cooperation with Vice President Smith. 
The committee consisted of Claude C. 
Jones, Indianapolis, chairman; D. Con- 
rad Little, Richmond; and A. Van Prit- 
chartt, Memphis. 

Hear President Fraser on Finances 

President Peter M. Fraser, presented 
a preliminary report on the company’s 
results for the year and a picture of the 
financial condition of the company. 

One session of the meeting was de- 
voted to the General Agents’ Advisory 
Committee who reported to the group 
on the accomplishments of the commit- 
tee in 1947. The committee members 
making reports were Robert H. Carter, 
Oklahoma City, chairman; Winslow S. 
Cobb, Boston; Edward H. Dieckhoff, 
San Francisco; William T. Earls, Cin- 
cinnati; Claude C. Jones, Indianapolis; 
Sidney B. Rosenbaum, Cleveland; and P. 
L. Bealy Smith, Atlanta. 

Five home office men reported to the 
general agents on the action which the 
company is taking on the recommenda- 
tions of the general agents. They were 


Vincent B. Coffin, vice president; 
Thomas K. Dodd, second vice presi- 
dent; Henry B. Rollins, medical di- 


rector; George F. B. Smith, vice presi- 
dent in charge of agencies; and Clifford 
R. Walker, agency assistant. 

Horace R. Smith, who was recently 
appointed assistant superintendent of 
agencies, then outlined the training pro- 
gram for the year and discussed the 
market potentials in 1948. 

The third session of the conference 
was devoted to a discussion, by five 
home office men, of cost factors and 
problems under current business condi- 
tions. The speakers were Raymond W. 
Simpkin, agency comptroller; Clifford 
R. Walker, agency assistant; Vice Presi- 
dent Coffin; Leslie R. Martin, vice presi- 
dent and actuary; and Vice President 
George Smith. 

Forums a Feature 

A forum on Keyman Plans was led by 
<. A. Starr, assistant superintendent of 
agencies. In opening the discussion, Mr. 
Starr stated that last year $30,263,583 of 
business insurance was placed in the 
Connecticut Mutual. This is about one- 
seventh of the company’s total new life 
insurance and does not include employe 
plans which account for another $27,- 
577,366. Eight agencies have paid for 


more than one million of this type of 





PETER M. FRASER 


business during the past year, and the 
ten leading agencies in this field were 
among the fourteen leading agencies of 
the company. 

Mr. Starr believes that the field of 


advanced underwriting is looming more 
importantly than ever before in the fu- 
ture of the life insurance business. 
Salesmen, therefore, must be equipped 
to handle these matters. To help agents 
and general agents in the field of ad- 
vanced underwriting, Mr. Starr said 
that the company issues a monthly pub- 
lication on advanced underwriting and is 


revising its sales material on business 
insurance. Mr. Starr announced the 


publication of a visual presentation on 
stock purchase and stock retirement. 
Also, a home office consultant service on 
tax, business insurance, or estate plan- 
ning cases is available. 

General agents James F. Ramsey, Chi- 
cago; Herbert C. Remien, Grand Rapids; 
and Robert N. Waddell, Pittsburgh, took 
part in the forum. 

The last session of the conference was 
devoted to an open forum on the sub- 
ject of current problems in sales man- 
agement. William T. Earls, Cincinnati; 
John M. Fraser, New York; and Henry 
C. Hunken, Chicago discussed brokerage 
operations. Jack O'Bannon, Buffalo, 
spoke on “Adequate Services for the 
Better Agent,” and Philip F. Howerton, 
Charlotte, discussed conservation. 

The conference was brought to a close 
by a timely talk from James Lee Loomis, 
chairman of the board of directors, ex- 
cerpts from which appear elsewhere. 


Chairman Loomis on Successful Living 


Closing the general agents’ of Con- 
Mutual conference at Holly- 
Florida, Chairman Lee 
Loomis gave an inspiring talk on suc- 
abundant living. He said 


necticut 
wood, James 
cessful and 
in part: 
“Explore the sacred writings and the 
poets for those messages to the human 
race which will be read and memorized 
for centuries to come. So enlarge that 
element which is above the mind, and 
Read a little more 
even if it 


defies description. 
of the tested means 
a little less of current news; a little 
less of the radio and the movies; and 
observe the higher regard you will have 
for yourself, which is the first step in 
the higher esteem in which you will be 
held by others. You will gain a better 
sense of value, and you will experience 
enjoyments in life that are superior to 
those of material One is 
more likely to accumulate’ material 
wealth, and less likely to lose it, if he 
has a sound sense of proportion as to 
where the subject of wealth stands in the 
whole scheme of successful living. With 
this sense of proportion, the fear of 
losing property loses much of its sting, 
and the enjoyment of living is greatly 
enhanced. 

“Every living thing in nature is ut- 


word, 


possession. 


terly dependent upon a multitude of 
other things. The tree bound to the 
soil is dependent upon the land and 


the sun and the nourishment from the 
soil. The trout is dependent upon the 
springs and streams that make the river; 
and the wash that brings food into the 
stream; the swallow upon the minute 
insects in the air; and we human be- 
ings, above all other forms of life, are 
dependent not only upon the resources 
of nature, but utterly upon each other. 
This is a truth that in some quarters 
we are not too conscious of. Children 
are entirely dependent for a period upon 
their parents, and that dependency is 
recognized as a responsibility on the part 








JAMES LEE LOOMIS 


of parents. In times past, and before 
Social Security and other forms of 
organized relief, it was expected that in 
the dependent period of old age, children 
would assume a similar responsibility 
in respect to their parents. The sense 
of this responsibility is weakening, as is 
indicated by the growing number of 
dependent old people in our public in- 
stitutions, often under unhappy condi- 
tions, their only disability being that of 
old age. You may not be in a position 
to relieve conditions already present, but 
you can do much to relieve the increase 
of these distressing conditions. The 
more our civilization develops, the wider 
and more intense is the range of de- 
pendency. 


Only Small Segment of Brain Used 


“Thousands of business men are suf- 
fering today and every day from mental 
fatigue, not because the brain is over- 
worked, but because a small segment of 
it is overworked. The highly intelligent 








man employs only about 10% of his brain 
capacity. From the inheritance of un- 
numbered generations and too much 
man-made environment, the human brain 
has become soiled and clogged by 
thoughts often worse than useless. The 
sending of a clear stream through unused 
portions is a stimulation to every seg- 
ment of the whole. It is not a question 
of how long you study a case for a 
decision, but rather how clear is the 
mind and receptive to the problem pre- 
sented. A _ skilled batter has but a 
traction of a second to decide between 
what may be a winning hit or a strike 
out. 

“It is important to you and to the 
company that you build the prestige of 
your agency. Webster defines prestige 
as the ‘force or charm derived from 
acknowledged character of reputation.’ 
You think of prestige in the location and 
equipment of your office. You bring 
notable speakers to your agency gath- 
erings, that by such association you may 
share somewhat in the reputation of the 
speaker. These are all good and all 
helpful; but the direct approach to 
the prestige of each of the company’s 
agencies is the esteem in which the 
general agent himself is held, and each 
member of his agency. It is not the bot- 
tle or the gay labels on it, but the wine 
within, that makes the vintage famous. 

“If you would promote your prestige, 
so order your affairs that your mind 
will have opportunity to produce ideas. 
Satisfy your needs, but restrain your 
wants. Our wants are endless; and in 
seeking to gratify them, one so clutters 
up his life, that he has little time or 
resource to produce and develop ideas 
Listen to the pleasing sounds of nature 
that flow from a well-ordered world 
Order produces harmonious sounds; and 
harmonious sounds create order in the 
mind. Discord means something is out 
of order. Soak up the beauty with 
which we are daily surrounded. There 
is more excitment in the smell of low 
tide, burning leaves, apple blossoms and 
new mown hay, than in Tabu at $20 
an ounce; and it gives you a lot more to 
think about. Two girls were coming 
out of a night club early one morning 
As they came on to the street, one said 
to the other, “What’s that peculiar 
smell?” Her companion replied, “Silly, 
that’s fresh air. 

Unconscious Prestige 

“He who possesses prestige in the 
highest degree is most likely unconscious 
of it and untroubled by what to another 
would be fear of losing it. There was 
no malice aforethought when Mark 
Twain appeared at the table of a social- 
ite of Hartford without his tie. The 
next day he sent a messenger to exhibit 
to her ladyship that he did in fact pos- 
sess a tie. It does not appear that this 
philosopher and humorist suffered any 
loss of fame by this incident. Neither 
does it appear that the prestige of 
Edward Milligan, late president of the 
Phoenix Insurance Company, and one of 
our directors, suffered in the slightest 
on this occasion: He had been invited 
to address the Finance Committee of the 
Connecticut Legislature; and at the 
crowded session, the chairman, being 
unacquainted with him, called upon Mr. 
Edward “Mulligan” to speak. Mr. Milli- 
gan began his address with these words: 
‘Mr. Chairman, I should like my name 
recorded as Milligan, not Mulligan.’ 

“I have spoken to you in this fashion 
because I conceive it to be the duty of 
a corporation, particularly a company 
engaged in the business of life insurance, 
to assist and encourage its representa- 
tives as far as it possesses the capacity 
to do so, in the art of successful 


(Continued on Page 12) 
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Hallett, N. Y. Lawyer 
Made NALU Attorney 


HE SUCCEEDS COL. E. J. SCHMUCK 


Was Ceneiiltada Officer of Counter In- 
telligence Corps Under Patton for 
Two Years; His Career 


llett of New York 
has been appointed attorney for National 


James Brewster Ha 


Association of Life Underwriters, suc- 
ceeding Colonel Edward J. Schmuck who 
is now Acacia Mutual’s general counsel. 

Born in Denver Mr. Hallett prepared 





JAMES B. HALLETT 
for Harvard 


in Massachusetts and was 


College at Milton Academy 
graduated 
from Harvard with cum laude in 1937. 
Upon his graduation he joined Alexan- 
der & Green which has . represented 
Equitable Society in various legal ca- 
pacities since its organization in 1859. 

In March 1942, Mr. Hallett entered 
the Army as a private; was graduated 
from Infantry Officers Candidate School 
in December of that year and subse- 
quently served as counter-intelligence 
officer, both in U. S. and in Europe, be- 
ing commanding officer of the Counter 
Intelligence Corps at Third Army head- 
quarters, serving under General Patton, 
last two years of his European service. 
He was decorated with the Bronze Star 
Medal and Croix de Guerre. After leav- 
ing the Army his rank being captain, 
he rejoined Alexander & Green, where 
he gained wide experience in wills, 
trusts, corporate and tax law. 

A member of the New York State bar 
he has also been admitted to practice 
i J. S. District Court, Eastern Dis- 
trict, New York. Also, he is on panel 
of American Arbitre ition Association. 


T. W. FOLEY CANADIAN SPEAKER 
Timothy W. Foley, 
State Mutual Life, New 


general agent, 
York, wz . a 


speaker at the Montreal, Canada Life 
Underwriter’s Association sales congress, 
which was held this week. Mr. Foley’s 
topic was “Friendly Prospecting.” 


H. W. Jones Made a Member 
Of Mutual Benefit’s Board 



























































HARRY W. JONES 

Harry W. Jones, vice president, Mu- 
tual Benefit Life, Newark, has been 
elected a member of the company’s 


board of directors, according to an an- 


nouncement by W. Paul Stillman, chair- 
man. A vacancy has existed on the 
board since the death December 13 of 
former New Jersey Senator Arthur 
Walsh. 

Mr. Jones, whose entire business ca- 
reer has been with Mutual Benefit, 
marked his twenty-fifth anniversary with 
company this month. He is known 
throughout the insurance business for 
his work in constructing monetary 
tables. As a technical consultant of the 
joint committee of the American Insti- 
tute of Actuaries and the Actuarial So- 
ciety of America (Phillips Committee), 
he supervised, in his company’s office, 
the construction of monetary tables 
based on the new Commissioner’s 1941 
Standard Ordinary Mortality Table, 
which has been adopted by most states. 
In 1945 he was appointed a member of 
a joint committee of the Institute and 
Society to prepare monetary tables for 
disability and double indemnity benefits 
issued in connection with life insurance 
policies based on the Commissioner’s 
Table. 

A native of Newark, Mr. Jones at- 
tended the city’s grammar schools and 
entered the Mutual Benefit soon after 
his graduation from Irvington High 
School. He was associated with the 
company’s mathematical department 
while studying for membership in the 
Actuarial Society of America. He was 
elected an associate in the Society in 
1926, a Fellow in 1929, and a Fellow in 
the American Institute of Actuaries in 
1944. 

Appointed assistant mathematician of 
the Mutual Benefit in 1933, Mr. Jones 
was advanced to associate mathematician 
in 1945 and to mathematician in 1946. 
When, later that year he was elected 
vice president he was, at 41, the young- 
est man ever to receive that title in the 
Mutual Benefit. 
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Samuel D. Rosan Agency, Inc. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William St., New York 5, N. Y. 


Announcing oes New Income 
Disability Clause 


Pays $10 monthly per $1,000 to age 65 if 
disability occurs before 55, and IN ADDITION 
matures the policy as an endowment at 65. 
Issue ages 18-50. 


Six mos. waiting period. 











MADE CHICAGO GENERAL AGENT 
Joseph F. Osten Appointed by the Se- 
curity Mutual Life; Succeeds 
Al Greene 
Seeman of Joseph F. Osten as a 
Chicago general agent for Security Mu- 
tual Life ot Binghamton, N. Y.,’ has 
been announced by F. Leon Mable, su- 
perintendent of agencies. A graduate of 
Loyola University, Mr. Osten’s experi- 
ence in the insurance business covered 
the phases of recruiting, supervising and 
training, in addition to personal selling. 
Mr. Osten has also served in an ex- 
ecutive capacity in the accounting field. 
He has owned his business and has been 
comptroller of a well-known national 

organization. 

As Security Mutual general agent in 
the Chicago area, his activities will in- 
clude agency building through recruit- 
ing and training in conjunction with per- 
sonal production. He succeeds Al Greene 
who continues to be associated with the 
company, devoting his full time to per- 
sonal production. 


TO HONOR M. O. LOYSEN 





Dinner to New York State Unemploy- 
ment Insurance Executive Director 
on February 26 

Milton O. Loysen, who for ten years 
has been executive director of the New 
York State Unemployment Insurance 
Division, will be guest of honor at a 
dinner which will be given him at Star- 
light Roof, Waldorf Astoria, February 
26. The dinner is in honor of his tenth 
year anniversary. Alfred L. Green of 
Albany, division of placement and unem- 
ployment insurance, Department of La- 
bor, is a member of the arrangements 
committee. 

Mr. Loysen is a former Deputy Super- 
intendent of Insurance, this state, and 
was in the Liquidation Bureau of the 
Department, 


Mutual Life Dividends 


Dividends to policyholders of the Mu- 
tual Life of New York, amounting to 
$16,240,000 for 1948, were approved by 
the company’s board of trustees, it was 
announced by Alexander E. Patterson, 
president. Dividends in 1947 amounted 
to $15,650,000. 

Mr. Patterson stated that each policy- 
holder of the company will receive in 
1948, the same amount of dividend he 
received in 1947, unless the status of his 
policy has meanwhile changed. The to- 
tal amount of dividends approved for 
1948, he said is larger than for 1947, 
primarily because of the greater amount 
of insurance now in force. 










Over 50 Years 


The COLONIAL LIFE INSURANCE 
COMPANY OF AMERICA 
Home Office — Jersey City 6, N. J. 
























SEEK BROOKLYN ASSOCIATION 
Meeting Will Be Held January 22 to 
Organize Branch of New York 
City Association 
A meeting, for the purpose of organ- 
izing a Brooklyn branch of the Life Un- 
derwriters Association of the City of 
New York, will be held January 22 at 
the Towers Hotel, Brooklyn, from 2 to 
5 p.m. Chairman of the meeting will be 
Gilbert V. Austin, Aetna Life, Brooklyn. 
Among those who will attend the meet- 
ing and aid in the formation of a Brook- 
lyn branch will be L. L. Lifshey, New 
York Life, president of the New York 
Association, David B. Fluegelman, North- 
western Mutual, a former president of 
the association and Ben Salinger, Mu- 
tual Benefit, administrative vice presi- 
dent of the association. Thomas P. 
Allen, Massachusetts Mutual, Brooklyn, 
will be among the Brooklyn representa- 
tives who will take — in the organiza- 
tional activities. Mr. Allen is president 
of the Junior Chareber of Commerce of 
Brooklyn. All life insurance men in 
Brooklyn are invited to attend the meet- 
ing, whether or not they are members 

of the New York 4 Association. 


R. N. Flickinger ae at 
Norfolk for Atlantic Life 


R. N. Flickinger has been appointed 
manager for Atlantic Life at Norfolk, it 
has been announced by President Robert 
V. Hatcher. He succeeds R. L. Dobie 
in the management but the former, with 
forty years’ continuous service with At- 
lantic, will continue as general agent 
serving his personal clientele. 

Mr. Flickinger is widely known in 
Norfolk having been president of the 
Norfolk Association of Life Underwrit- 
ers and first vice president of the Vir- 
ginia State Association of Life Under- 
writers. 


BANKERS LIFE LEADER 

W. A. Fraser agency, Lincoln, Ne- 
braska, was the leading agency of the 
Bankers Life of Des Moines among the 
company’s forty-eight agencies in pro- 
duction of new life insurance for 1947. 
The year’s total for the agency was 
$6,982,525. 
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Redeker Gen’! Counsel 
Of Fidelity Mutual 


ARCHEY ELECTED SECRETARY 





Hollenburg Associate General Counsel; 
Redeker Succeeds George H. Wilson 
Who Has Retired 





Harry S. Redeker has been elected 
general counsel for Fidelity Mutual to 
fill position created by retirement of 
George H. Wilson. Harry L. Archey, 
Jr, has been elected secretary of the 


a Seen 





Bachrach 
HARRY S. REDEKER 
company, a post formerly held by Mr. 
Redeker. Richard H. Hollenburg has 
been promoted to associate general 
counsel. 

A native of Philadelphia who attended 
University of Pennsylvania Mr. Redeker 
obtained a B.S. degree in economics 
from its Wharton School and an LL.B. 
from its law school. While attending 
the latter he was associate editor of the 
Review. Upon leaving law school 
Redeker became legal assistant in 
Fidelity Mutual’s law department and 
in January, 1944, was elected the com- 
pany’s secretary. He is a member of 
Philadelphia Life Insurance and Trust 
Counsel; of American Bar and Phila- 
delphia Bar Associations and of Asso- 


ciation of Life Insurance Counsel. 


Law 
Mr. 


Other Careers 

Born in Cincinnati Mr. Archey is also 
a graduate of Wharton School, and fol- 
lowing graduation joined actuarial de- 
partment of Fidelity Mutual. For eleven 
years he was in charge of its policy- 
division. He _ rejoined 
Fidelity Mutual as statistician after a 
short Army experience. He has largely 
devoted his activities to methods studies 
and job evaluation in the companys 
administration. He belongs to Life Of- 


holders service 


fice Management Association and In- 
surance Accounting and Statistical As- 
sociation. 

Mr. Hollenburg, a Philadelphian, has 
1 A.B. from U.-of P. and LL.B. from 


its law school where he was associate 
business manager of the Law Review. 
He entered Fidelity Mutual in 1935 as 
legal assistant in mortgage and real 
estate department, being transferred to 
law department following year. He be- 
came assistant counsel in 1946 and is 
engaged principally in work relating to 
pension trusts, legislation, policy revi- 
sions, mortgages, real estate and claims. 
He belongs to American and Philadel- 
phia Bar Association and Association of 
Life Insurance Counsel. 


Progressive Life Change 

Progressive Life of Red Bank, N. J., 
has completed its conversion from an 
assessment to a mutual legal reserve 
company. It was formerly the Capitol 
Friendly Society incorporated in 1907 
and operates in the industrial, accident 
and health and hospitalization fields. 
Isador Horowitz is president, William 
S. Frank vice president and secretary, 
Louis Horowitz vice president and 
treasurer, Stanley G. Ayres agency vice 
president, Frank F. Dodge actuary, and 
Williain J. Huggan comptroller. 





Keystone Group Speaker 


Mrs. Bj Kidd, vice president of the 
advertising firm of Lewis & Gilman, 
Philadelphia, and secretary of the Ad- 
vertising Federation of America, was 
guest speaker before the Keystone 
Group of Life Advertisers Association 
at the January meeting. Provident 
Mutual was host. 


DR. N. R. KELLEY ADVANCED 





Appointed Phoenix Mutual Assistant 
Medical Director; Joined Company 
Last March 

Newell R. Kelley, M.D., a member of 
the medical staff of the Phoenix Mutual 
Life since March, 1947, was advanced to 
assistant medical director. Dr. Kelley 
graduated Summa Cum Laude from 
Brown University in 1933 and Harvard 
Medical School in 1937. He is a mem- 
ber of Phi Beta Kappa and Sigma XI. 
After receiving his medical degree at 
Harvard, he interned at Hartford Hos- 
pital for two years. 


Dr. Kelley is a member of the Hart- 


ford County and Connecticut State 
Medical Societies, as well as the Ameri- 
can Medical Association. He is cur- 


rently president of the Connecticut State 
Exchange Clubs. 


Guardian Richmond Change 

Herbert W. Vaden, CLU, has resigned 
as manager of the Richmond, Va., 
agency of Guardian Life of New York 
because of ill health. Warren M. Pace 
and Robert P. Quarles have been ap- 
pointed to succeed Mr. Vaden as asso- 
ciate managers of the agency. 

Mr. Vaden has been Guardian’s man- 
ager at Richmond for the past twenty- 


five years. While forced to relinquish 
his managerial responsibilities, he will 
continue to be associated with the 


agency and will write personal business 
for the company. Mr. Quarles has been 
a Guardian agent since 1923. Mr. Pace 
has been with the company since 1946; 
he has been acting as supervisor of the 
Richmond agency since January, 1947. 


Mutual Life Announces 
’ Agency Leaders for 1947 


The Los Angeles agency of the Mu- 
tual Life of New York led the com- 
pany’s seventy-seven agencies through- 
out the country in volume of insurance 
sold during 1947, according to an an- 
nouncement by Roger Hull, vice presi- 
dent and manager of agencies. The 
agency, managed by G. A. Sattem, also 
held fourth place in number of policies 
sold during the year. The Chicago (Per- 
sons) agency, managed, by Henry W. 
Persons, was second in volume, and the 
New Orleans agency, managed by Rich- 
ard F. Lawton, was third in volume and 
eighth in policies sold. 

The Billings agency, managed by 
Ralph H. Smith, headed all company 
agencies for the year in number of poli- 
cies sold and was tenth in volume. The 
Oakland agency, managed by A. C. Nel- 
son, was second in policies sold and fifth 
in volume. . 
















town of 8,000 people. 


tested. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 





Qn January 25, 1867, 
Iowa was founded in Des Moines, then a frontier 


The 81 intervening years have witnessed the de- 
velopment of that pioneer enterprise into a national 
institution. In contemplating the completion of its 
first century of service, the Company will continue 
to conduct its affairs in the sound, constructive and 
progressive manner which Time has so thoroughly 


ay 


“1948 


the Equitable Life of 













































Fisk, Blagden Now 2nd 
Vice Presidents, Pru. 


CHODOROFF ASSOC. CONTROLLER 








Gingery, Miller, Allyn, Drake and 
Seven Others Advanced by 
Company 
Kerby H. Fisk, general manager, 
bond department, The Prudential, and 
Henry E. Blagden, associate actuary, 


have been elected second vice presidents. 


A graduate of Harvard, class of ’26, 


Mr. Fisk went with Lee Higginson 
Corp. Subsequently, he specialized on 


investment requirements of large insti- 


tutions while with L. F. Rothschild & 
Co. and later Auchincloss, Parker & 
Redpath, joining Prudential’s bond de- 


As second vice presi- 
dent he will work with Second Vice 
President George T. Wofford, Jr., in 
general supervision of company’s bond 
investment operations under Caleb Stone, 


partment in 1941. 


vice president in charge. 

Mr. Blagden, seventeen years with 
Prudential, was born in England. In 
that country and later in Canada he was 
identified with actuarial work in the 
insurance field. He joined Prudential in 


1930 as a mathematician. 


Other Promotions 


William Chodoroff, assistant control- 
ler, has been promoted to associate con- 
troller, and Bert A. Winter, assistant 
actuary, is now associate actuary. Other 
promotions are these: 


Ste a y Gingery to assistant actuary; 
Richard L. Miller to general manager and 
actuary; Horace W. Allyn to general 


assistant 
manager in Group insurance 
F. Drake to director of 
s; Drs. F. I. Ganot and P. V. Reinartz to 
medical directors; N. F. Jones and 
Meyer Melnikoff to actuarial supervisors; Wil- 
liam S. Ww eier to assistant director of advertis- 
ing and publications; W. C. Maloid to assistant 
counsel, and C. P. Slater to senior training 
specialist. 


department; Wil- 
Group annuity 


r seaicoge) 


VA Insurance in Force 
About 6,000,000 National Service Life 


Insurance policies, amounting to $35.7 
billions of protection, were in force on 
November 1, 1947, according to the in- 


formation service of the Veterans’ Ad- 
ministration. 

Of the policies, 4,787,300, nearly 80% 
were term insurance. The remaining es 
211,200 policies had been converted to 
VA’s half-dozen available permanent 
plans. Twenty-payment life was the 
most popular, accounting for 713,100 poli- 
cies. 225,000 policies had been con- 
verted to 30-payment life; 182,800 to 
Ordinary life; 55,300 to 20-year endow- 
ment; 25,000 to endowment at 60; and 
10,300 to endowment at 65. 





PHILADELPHIA LIFE GAINS 25% 


Philadelphia Life reports a 25% gain 
in paid business in 1947. In 1946, the 
company paid for $14,500,000 in new 
business, while in 1947 the paid busi- 
ness amounted to approximately $18,000,- 
000. Insurance in force as of December 
13 totaled approximately $88,000,000, an 
increase in force of $12,000,000 over 1946. 





HEARD On The WAY 











Among insurance men contributors to 
the Hartford Courant’s Financial Review 


issue of January 11 were, Jesse W. Ran- 
dall, president of the Travelers; Connec- 
ticut Insurance Commissioner W. Ellery 
Allyn, Clifford B. Morcom, vice presi- 
dent Aetna Casualty and Surety; A. C. 
Hickmott, Connecticut General Life; 
Harley W. Dewey, assistant actuary 


Phoenix Mutual; and Holgar J. John- 
son, president, Institute of Life Insur- 


ance. 
Uncle Frencis. 
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Life Insurance Dollars Successful 


Inflation Wedge, Says H. L. Amber 


In his address opening the annual 
field convention of the Berkshire Life 
Rhodes Club Conference) at Palm 
3each last week President Harrison L. 
Amber among other things discussed in- 
flation. He said inflationary tendencies 
have been in evidence in this country 
for at least half a century. 

“There have been periods when in- 


flation has been considerably less than 
it is today,” he said, “but when dollars 
deflate they never go back to their 


original value for any considerable time 
because the general level continues 
higher. We are going to have more dol- 
lars worth less in the future than we 
have ever had before, and I think we 
must get accustomed to this. I do not 
mean to say that we must go on having 
more and more inflation, but, with the 
rising standard of living, more dollars 
must be made available to support it. 

None Can Tell When Dollars Will Be 

Delivered 

“Life insurance is the purchase of 
dollars for future deliveries. No one can 
tell when they will be delivered. That 
delivery is just as liable to be when 
they are worth the least. In my opinion, 
as long as we must have more dollars 
we must provide them irrespective of 
what they are worth. Where else and 
how else can you provide needed dollars 
more effectively than through life in- 
surance ?” 

Before Mr. Amber left the subject of 
inflation he said it would be well to ob- 
serve how well the institution of life 
insurance has done in keeping up with 
inflation. Using 1939 as a base of 100, 
the dollar has shrunk 39 cents. In 1939 
the nation had $112 billion of insurance 
in force. To keep pace with that shrink- 
age of 39 cents in the dollar it would 
be necessary to have in force today $158 
billions. 

“Actually, we $190 billions in 
force,” continued Mr. Amber. “This 
means that we are 23% ahead of in- 
flation. If all the people who have in- 
surance were to die today their bene- 
ficiaries would have 22% more dollars 
than they would have had in 1939 had 
the insureds all died then. 

Disposal Income 

“In spite of the high cost of living 
and the lowered value of the dollar the 
relationship of disposable income in this 
country to the value of new Ordinary 
life insurance is unusually high. To put 
it another way: if that same disposable 
income had been invested in life insur- 
ance in 1946, as was invested in life in- 
surance in 1920, it would have been one- 
third higher. This seems to prove that 
more life insurance can be carried with 
no increase in burden by doing so. 

“The spirit of thrift was much stronger 
in 1920 than it is today; nevertheless, 
if we are to continue to be a prosperous 
nation, and I think we will, we must 
continue to think about the future in 
terms of today’s savings. We, in life 
insurance, must seek to get more of that 
disposable income into life insurance.” 

Future of Production 

Commenting on the future growth of 
life insurance’ production President 
Amber told of factors on the optimistic 
side. One such factor is the greatly in- 
creased marriage rate, Thus, the status 
of tens of thousands of girls has been 
changed from independence to depen- 
dence, furnishing a great addition to the 
number of insurance prospects. Further- 
more, the life expectancy of women has 
increased rapidly; so they. must be 
covered by insurance for a longer period 
of time. With marriage comes babies 
and their longevity is longer than it 


have 





HARRISON L. 


AMBER 


was. More boys and girls will live to 
reach college age and protection must be 
furnished so they can take their places 
in the business world. It is also true 
that adults are living to older ages as 
medical science continues to lengthen 
human life. 

“If life expectancy is lengthening; if 
more children are being fitted to find 
a satisfactory place in the business; 
world; if taxes prevent accumulation of 
adequate income either for dependents 
or for retirement; if interest rates con- 
tinue so low that they furnish inadequate 
income on savings and_ investments, 
then the public must rely more than 
ever before on life insurance,’ Mr. 
Amber summed up. “With all these 
trends plainly visible it is obvious that 
life insurance furnishes to mankind the 
greatest service it has.” 

Life Insurance as a Career 

At another period of the convention 
President Amber discussed life insurance 
production from the standpoint of a 
career which should prove especially at- 


tractive to honest, earnest, industrious, 
ambitious and intelligent men with a 
sense of sound responsibilitv. In those 
comments he contrasted the United 
States as it is today with what it was 
when the forefathers first settled the 
country. 

“In those days,” he said, “the physical 


resources of the nation had hardly been 
touched. Today, as industrialization has 
advanced the population has become con- 
stantly more urbanized, with possession 
of greater skills and factories being 
operated on an assembly line basis. With 
this new industrialization has grown a 
higher standard of living which embraces 
a greater respect and ambition for our 
dependents. Half a century ago a college 
education was limited generally to per- 
sons of rather well-to-do means. Today, 
a large percentage of persons in modest 
circumstances want their children to 
have as good an education as any other 
voung people have, and the young people 
have this ambition, too, as is evidenced 
by the number of G. I.’s taking college 
training and the nation-wide demand 
for more colleges. A quarter of a century 
ago an automobile was a luxury, but 
today with most persons it is a necessity. 
The greater advantages and comforts 
today, formerly inaccessible to so many, 
are now available to all classes, thus 


Convention’s Key Theme 

Hiram S. Hart, assistant director of 
agencies, Berkshire Life, presided at the 
session of the Rhodes Club Conference 
in Palm Beach last week and presented 
the theme of the conference which was 
that there are keys which open all doors 
of life. On the rostrum table were a 
large number of giant size keys, each 
carrying a separate label, telling what 
door for insurance men the key would 
open, and these keys were eventually 
hung all around the assembly room. It 
was a novel idea which greatly im- 
pressed all present. Later, some of the 
keys were presented to members of the 
convention who had been outstanding in 
opening certain doors leading to success- 
ful insurance production. 





covering a wide range instead of the 
former very limited group. 

“This forward march of 
and its standards of living have had 
their effects upon our business. When 
I was born—in 1889—there was $3.5 
billions of insurance in force, with assets 
of legal reserve life insurance companies 
being $714 millions, and premium income 
being $140 millions. I remember when 
my father bought a policy for $1,000 
and his thought that he had provided 
for his dependents. Insurance in U. 
legal reserve life insurance companies 
is now above $190 billions, with 1947 
showing an increase of $16 billions. 
Assets have now reached more than 
$50 billions and premium income ap- 
proximately $3.5 billions. In the United 
States there is hardly a person. who 
is not a beneficiary under a life insur- 
ance policy. 

‘Tt is generally agreed that life in- 
surance is the greatest economic force 
in America.” 

What an Agent Should Be 

3ut, Mr. Amber continued, size is 
not enough. Prestige of the institution 
will wane unless we perform our duty of 
accumulating dollars for future delivery. 

A man to succeed as an insurance 
agent should, in the opinion of Mr. 
Amber, have the capacity and willing- 
ness to prepare his mind for the job; 
should be fundamentally honest; should 
work hard and should follow instruc- 
tions. Willingness to be trained means 
that he will be able to present insurance 
intelligently to the public and be able 
so to prepare his cases that he can close 
a large percentage of the persons he 
interviews. 

“IT know of 
honesty of the 


civilization 


no business in which 
salesman is so important 
as in life insurance,” he said. A dis- 
honest agent can lose a life company 
thousands of dollars before his dis- 
honesty is detected. The most successful 
agents are men who have searched for 
knowledge, continue that search, and 
are willing to take directions from others 
even from those less successful than 
themselves. 
Should Be Good Business Men 

Commenting on the necessity of an 
agent being a good business man Presi- 
dent Amber said: 

“What is the point in making money 
if we do not know how to take care 
of it after it is made? Why spend all 
that effort and energy to make a dollar 
if one permits it to slip through one’s 
fingers? In life insurance it is no credit 
to grit men selling dollars for future 
delivery if these men cannot pay their 
own bills; have poor credit everywhere; 
have nothing in the bank. How can a 
man be a successful economic adviser 
to others, telling them how to arrange 
their finances and provide adequate in- 
comes if his own business judgment is 
so weak? A reputation for being in debt 
spreads rapidly in a community, espe- 
cially in one of limited size, and such 
a reputation is not going to help any 
agent.” 


George Matthews President 

At its meeting in Palm Beach last 
week the Berkshire Life General Agents 
Association elected George Matthews of 
Buffalo, president; Walter C. Doll, Cin- 
cinnati, vice president, and Joseph Fox 
of Jersey City secretary-treasurer. 


Berkshire Life Has Six 


New General Agencies 


At the Berkshire Life convention in 
Palm Beach the new general agents of 
the company, appointed since the last 
annual meeting, were introduced to the 
Rhodes Club Conference. They are Basil 
Weston, Rochester, N. Y.; Roy G. Nel- 


son, New Haven, Conn.; Robert Ober, 
Chicago; Jack .Begeman, St. Louis; 
Frank Chandler, Baltimore, and M. J. 


Anderson, Lexington, Ky. 
Leading agent of Berkshire is Robert 
McKean, Pittsburg, a Yale graduate 
who went into the steel business and 
then joined the R. Maxwell Stevenson 
agency in Pittsburgh, later becoming as- 
sociate general agent. 

Most number of lives written last year 
for the Berkshire was by George F 
Martin, Jr., of the Stevenson agency. A 
graduate of Carnegie Tech he entered 
life insurance in 1933. Largest average 
case was written by Bruce Sweet of 
Matthews agency, Buffalo. Mr. Sweet 
has been an agent a number of years. 

S. S. Wolfson, New York and Jo- 
seph W. Fox, Jersey City, were two of 
the general agents who took a promi- 
nent part in the convention. Mr. Wolf- 
son’s agency led the company’s general 
agencies last year. Mr. Fox, who was 
director of the Berkshire Boosters cam- 
paign, presented a number of plaques to 
Berkshire men making unusually good 
records. 

New president of Rhodes Club is Joe 
Ryan of the Pittsfield (Clucas) general 
agency, Pittsfield, Mass. He succeeded 
George Feldman of the Fox agency as 
Rhodes Club president. 

James B. O’Brien, Albany, one of the 
most successful general agents upstate, 
was recently admitted to the New York 
bar. A graduate of Union College and 
of Albany Law School, he is an enrolled 
member of the insurance law committee 
of the New York State Bar Association 
and is on legislative committee of the 
life underwriters’ association. 

Agnes Shannon of the O’Brien agency 
is still writing consecutive weekly pro- 
duction. She hasn’t missed that goal in 
850 weeks. 

Betty J. Day of Lexington, Ky., quali- 
fied for the Rhodes Club after being 
four months in the business. During 
World War II she was in the Coast Guard. 
She is a graduate of Christian College, 
Missouri. 


Berkshire Exhibit of Sales 


Promotion Literature 


At the Berkshire Life convention 
Lewis B. Hendershot, director of sales 
promotion, discussed the company’s new 
merchandising program, giving the chief 
sales points of the various contracts and 
also commenting on the company’s new 
literature. He also arranged the exhibit 
containing the literature and other docu- 
ments which the agents will use this 
year. 

The exhibit attracted and held atten- 
tion as Mr. Hendershot has had consid- 
erable experience with arrangement of 
striking exhibits, an experience whicli 
was gathered in part from the conven- 
tions of the Life Insurance Advertising 
Association in which he has been one of 
the leading figures. For many years he 
has been a close student of sales promo- 
~~ and sales literature, including direct 
mail, 
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Unselfish Advice Important Part 
Of Agent’s Attitude, Says Furey 


W. Rankin Furey, vice president of 
Berkshire Life and director of agencies, 
who was chairman of that company’s 
field convention held in Palm Beach last 
week, concluded the Rhodes Club Con- 
ference, with comments on the part 
pla iyed in life insurance by the produc- 
tion forces. Not only has the entire 
business career of Mr. Furey, a Prince- 
ton graduate, been spent in life insur- 
ance, but he was brought up in that at- 
mosphere as his late father had long 
been general agent of the Berkshire in 
Pittsburgh and he succeeded him there. 
Five years ago Mr. Furey was brought 
into the home office to take charge of 
production and his success in that post 
has made him continually grow in busi- 
ness stature, 

Mr. Furey told the Rhodes Club Con- 
ference that successful agents are those 
with a proper mental attitude who will 
expose themselves to prospects; who are 
qualified to sell insurance and who do so 
by adequate presentation of material 
with emphasis placed on the prospect 
instead of themselves. 

Correct Attitude 

The agent must make up his mind 
whether he is in life insurance simply to 
provide a living for himself or whether 
it is to do his utmost in making life 
more worth living for as many persons 
as can be brought within his perimeter. 
His attitude towards life must be that 
his business is so sufficiently challenging 
that he feels it is not unnecessary work 
or drudgery. He must willingly and 
gladly put in the forty or fifty hours 
each week required of any man in order 
to make a success of this vocation. 

“By and large, the problem of the 
really successful insurance man is to 
make certain that he leaves enough of 
his waking hours available for his family 
and his hobbies. Imperative it is to be- 
lieve that his life is lacking in interest, 
his time wasted, unless and with real 
enthusiasm he can make his own vital 
contribution to society’s welfare. 

The Most Important Appointment 

“Each of us has but one life to live,” 
continued Mr. Furey. “For each of us 
there is an appointment of paramount 
importance. It is that appointment 
which every one of us has with himself 
when he reaches the age of retirement. 
When that crucial time comes we can 
never be content if our knowledge is 
that our journey over the years has been 
a thoughtless, selfish, futile one instead 
of having helped hundreds of persons 
and their beneficiaries find security and 
happiness. 

“If we did not make many happy and 
contented it is obvious that our old age 
cannot be happy or contented. To fee! 
at 65 that life has been wasted will 
make all the remaining years tragic with 
the agonizing remembrance of lost op- 
portunities. On the other hand, when 
our job has been well handled, then the 
memories of what we have done for 
others carry on through the balance of 
life’s span bringing a frame of mind 
which generates cheerfulness. The key- 
note of happiness has been struck be- 
cause there were no discordant notes 
played.” 

Commenting on exposure Vice Presi- 
dent Furey said that for it to be ade- 
quate is not easy. But under today’s 
conditions, at least, success in life in- 
surance is almost guaranteed for the 
man who successfully masters the tech- 
nique of seeing enough people and do- 
ing so with energy and persistence on a 
foundation of work effort. 

Much has been written and spoken 
about presentation, but in Vice Presi- 


Pees seer ren 
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W. RANKIN FUREY 


dent Furey’s opinion a_ sincere agent, 
convinced of the importance of his mis- 
sion, who continuously sees people and 
asks them in a sensible way to buy in- 
surance, will do well. 

“Of course, skill can be sharpened, but 
just skill is not sufficient,” he said. “Ac- 
companying it must be enthusiasm, 
depth of conviction and honesty, quali- 
ties which the prospect will recognize. 
It is because of the prospect’s intuition 
that the open door to him is closed if 
he senses that an agent does not talk 
with sincerity, lacks inner knowledge, is 
selfish and has not an organized mes- 
sage. 

“Because of the importance of the 
agent’s attitude toward life being basicly 
sound every agent should stop, contem- 
plate and analyze his own work and re- 
sults at frequent and regular intervals. 
It may be that with all his skill, his 
manner of operation, his conduct in the 
prospect’s presence, his general attitude 
is wrong. That can be changed. And 
here sound counsel and advice may be 
necessary. When an agent feels that he 
is not getting the results in production 
that he should and is at a loss to un- 
derstand why, then that is the time to 
ask counsel from his general agent or 
supervisor. They can at least make an 
analysis and a diagnosis which may re- 
sult in a more correct and effective atti- 
tude.” 


NEW COLUMBIA, S. C. COMPANY 


The State Life Insurance Co. of Co- 
lumbia, S. C., has been granted a charter 
by the Secretary of State, listing author- 
ized capital stock at $200,000. Irving F. 
Hall, North Carolina insurance man, is 
president of the new company, which 
will maintain headquarters in Colum- 
bia. It will carry on as a stock corpora- 
tion the business of Industrial life, Or- 
dinary life, accident and health insur- 
ance. William P. Baskin of Bishopville, 
S. C.; Julian H. Scarborough of Colum- 
bia, and H. C. Gerald of Raleigh, N. C., 
are vice presidents of the new company. 
Mr. Gerald, also vice president of the 
State Capital Life Insurance Co. at 
Raleigh, will be manager of the Colum- 
bia office of the new firm, it was stated. 


Members of the Erie Life Underwrit- 
ers Association met recently with Presi- 
dent J. Kenneth Biddle presiding. 





Berkshire Retention 
Limits Larger, Says Harnden 


Dr. Frank Harnden, medical director 
of Berkshire Life, told the Berkshire 
Life convention at Palm Beach of addi- 
tional features which became effective 
with the company the first of this year. 
He discussed the new application for 
adults as well as the rearranged Juvenile 
applications and the standardization of 
both the medical and non-medical forms 
which will help the medical examiners 
in the field, relieving them of some 
clerical work. 

Some of the new changes come with 
the addition of substandard term, sub- 
standard double indemnity and waiver, 
and family income rider. The company 
will also have substandard Juvenile. The 
rated payor clause for death only is re- 


tained. Another blank calculated to be 
helpful is the ownership application 
form. 


Liberal non-medical consideration is 
the same as heretofore. Pension trusts 
have been somewhat extended. 

One of the outstanding changes, a 
considerable departure, is increase of 
the company’s own retention limits. In 
reinsurance the company still has the 
two one ratio of automatic reinsurance 
for both standard and substandard busi- 
ness. Juvenile limits of retention have 
been increased, thereby making this 
class of business more easily handled. 





Berkshire Meeting 


(Continued from Page 1) 


were paying less than 3% interest. At 
the present time the company has ap- 
proximately 5,000 mortgages for $35,- 
000,000; with the exception of one small 
G.I. mortgage not one of them is in 
default. Also with exception of one 
small group every one is being amortized 
and is earning better than 3%. Of the 
$35,000,000 mortgage portfolio more than 
$20,000,000 are guaranteed, or partially 
guaranteed, by the U. S. Government. 

In 1947 the company’s mortality earn- 
ings were $600,000 better than they were 
in 1942. Such earnings over the past 
five years were greater by about $2,000,- 
000 than in the previous five-year pe- 
riod. 

Investment Yields Look Brighter 

President Harrison L. Amber said: 
“The company is beginning to see some 
improvement, both in corporate rates and 
in Treasury certificates and in the rising 
yield on municipal bonds.” He cited 
several utilities as an example. Pacific 
T. & T. recently brought out a bond 
issue which yielded 3.07¢ “A year ago 
those bonds would Mane sold like hot 
cakes on a 2.75 basis,” he said. “Last 
year we kept out of the bond market as 
much as possible, feeling that there 
would be a rise in the return on corpo- 
rate bonds. In the meantime, in fact, in 
the past two years, we have gone exten- 
sively into mortgage loan field, having 
made about $10,000,000 in such loans, 
both in 1946 and 1947. Our investments 
are beginning to show us an increasing 
return. Evidence is that they have 
started on their upward climb.” 


HUMBLE OIL GROUP PLAN 


The Humble Oil and Refining Co. has 
completed arrangements with the Bank- 
ers Life of Des Moines for a Group plan 
of hospital and surgical expense insur- 
ance available to about 17,000 employes. 
The plan, which is purely voluntary, will 
become effective on February 1. Cover- 
age under the plan will also be available 
to more than 30,000 dependents of 
employes. 


Andrew C. Gardner, 64, Louisville, an 
agent for The Prudential for twenty 
years, died recently. 


U. S. Policyholders Add 
Record New Insurance 


PURCHASES OVER $21 BILLION 





Gains Reported for All Types of Life 
Insurance; Benefits Near 


Three Billion 





The American people added a record 
amount of new life insurance to their 
—— protection during 1947, Holgar 
J. Johnson, president, Institute of Life 
Paco declared in reviewing the 
year’s activities of the life .insurance 
business. 

Total life insurance purchases in the 
Unitetd States during the past year were 
$21,7000,000,000, of which $14,500,000,000 
was Ordinary insurance, $4,200,000,000 
Industrial life insurance and $3,000,000,- 
000 Group life insurance. If averaged to 
all U. S. families, this would represent 
new insurance in the amount of $500 
per family. 

“During 1947, the average ownership 
of life insurance per family, if averaged 
to all families, reached a new peak of 
about $4,700, an increase of 35% in the 
past five years,” Mr. Johnson said. “In 
accomplishing this, the families of this 
country have increased the accumulated 
reserves back of their policies by $14,- 
000,000,000 in these five years. This is 
an effective demonstration of the thrift- 
mindedness of Americans and serves in 
two ways towards helping to stabilize 
the national economy: it represents a 
relatively large anti- inflationary Savings 
of the people; and provides an increased 
reserve for any possible future emer- 
gency needs, this reserve now standing 
at an estimated $45,000,000,000, approxi- 
mately $38,500,000,000 greater than at 
the corresponding period following 


World War I.” 


Gains Reported in All Types 

While gains were reported for all 
types of life insurance, Group insurance 
showed the greatest rate of increase. 
New Group insurance purchases of $3,- 
000,000,000 in 1947 and material increases 
in Group insurance units already in 
force brought total Group insurance out- 
standing at year-end to $33,000,000,000, 
up $5,000,000,000 in the year and more 
than 60% over the total five years ago. 
For the first time, Group i insurance now 
exceeds Industrial insurance owned, the 
latter totalling $32,000,000,000. Ordinary 


insurance outstanding at year-end is 


estimated at $126,000,000,000. Total life 
insurance in force with all U. S. life 
companies at year-end is estimated by 


the Institute to be $191,000,000,000. This 
represents an average of more than 

2,500 per policyholder for America’s 
75'000,000 policyholders. 

Payments to U. S. policyholders and 
beneficiaries in 1947, increased to very 
nearly three billions, the year’s counts 
of $2,960,000,000 comparing with $2,792,- 
724,000 in 1946 and $2,402,517,000 five 
years ago. The year’s rise was due 
almost entirely to payments to living 
policyholders, up nearly $118,000,000 over 
1946. Death benefit payments were about 
4% greater than in the previous year, 
reflecting the increased insurance owned. 

Adding to the benefits the increases 
in reserves of over $3,000,000,000, the 
total of payments and credits to policy- 
holders and beneficiaries was more than 
$6,000,000,000 in 1947. 

Total assets of all U. S. life insurance 
companies at year-end were $51,500,000,- 
000, an average of $680 per policyhoder. 
U. S. Government securities accounted 
for $20,225,000,000, down $1,400,000,000 
from a year ago. This is the first time 
since 1929 that holdings of this type 
have declined. As percentage of total 
assets, the decline was from 45% in 
1946 to 39% at the close of 1947. 

In contrast with this, the life company 
holdings of the securities of U. S. busi- 
ness and industry rose from $12,673,000,- 
000 at the end of 1946 to $15,475,000,000 
at this year-end, an increase of $2,800,- 
000,000 or 22%. Mortgage holdings also 
rose sharply from $7,155 a year 


ago to $8,500,000,000 at the close of 1947. 
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S. C. McEvenue Resigns 
As Canada Life Head 


ON ACCOUNT OF POOR HEALTH 


E. G. Baker, Vice ‘President and Many 
Years Director of Company, Elected 
President 


Resignation of v7 C. McEvenue as 
president of Canada Life because of con- 
tinued poor health was learned with 
much regret by insurance executives in 
the United States where he has many 
friends. E. G. Baker, vice president 





S. C. MCEVENUE 


and for many years a director was 
elected to succeed him. 

Mr. McEvenue is one of the best 
known figures in life insurance circles 
and is most highly regarded on both 
sides of the border. His insurance career 
covers well over twenty-five years most 
of which he was a member of Canada 
Life. He became associated with the 
company as western supervisor in 1927. 
Successively he held the posts of assist- 
ant superintendent, superintendent and 
general superintendent prior to his ap- 
pointment as general manager in 1938. 
Elected to the board of directors in 1942 
he assumed the additional responsibilities 
as vice president and general manager 
three years later, and was elevated to 
the presidency in March, 1946. 

Serving overseas with the Montreal 
Irish Canadian Rangers in the First 
World War, he relinquished his cap- 
tain’s rank to join the Royal Flying 
Corps. A graduate of McGill University, 
1913, he is well remembered for his 
prowess as a football star. After he 
had located in Toronto, he assumed the 
responsibilities as the 1923 coach of the 
Argonaut Football Club leading to a 
national championship. 

Suffering a serious illness about two 
years ago, Mr. McEvenue was under 
orders from his medical advisers to take 
things easy and unforunately his general 
health has not improved as it had been 
hoped prompting him to tender his 
resignation. 

Organization Activities 

A member of the Life Insurance Sales 
and Research Bureau for over ten years, 
he was chairman of this international 
group in 1938. Mr. McEvenue has been 
a member of the executive committee of 
the Canadian Life Insurance Officers 
Association for several years and was 
currently its first vice president. Long 
a member and ardent supporter of the 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















ALBERT M. JOHNSON DEAD 





Fomer National Life of Chicago Head 
Gained Fame and Fun as Backer 
of Death Valley Scotty 

Albert M. Johnson, chairman and 
president of National Life of U. S. of 
Chicago the business of which was rein- 
sured more than a dozen years ago, died 
at Los Angeles recently at 75. The Chi- 
cago insurance man’s connection with 
the escapades of the mining prospector, 
Walter E. Scott, was disclosed when a 
New York man sued “Scotty” for a 
percentage of the mine proceeds, Mr. 
Johnson testifying that he had given 
Scott $500,000 over a period of thirty- 
five years but had “got it all back in 
laughs.” The legendary secret gold 
mine in Death Valley was supposed to 
have paid for the Spanish-Moorish 
castle in Death Valley which is now 
run as a tourist hotel. Johnson had 
many business interests outside of insur- 
ance, having devoted his time since re- 
tiring from the insurance business in 
looking after his investments. His near- 
est relative was an aunt, 94, with whom 
he lived in Los Angeles. 


JAMISON . & . PHELPS LEADER 


Jamison & Phelps, general agents in 
Chicago of the Northwestern Mutual an- 
nounce that Earl Brooder was the leader 
in volume of new business paid-for in 
their organization in 1947. Mr. Brooder 
is one of eleven members of that agency 
who qualified for the 1947 Million Dollar 
Round Table. 


American Life Convention, he held the 
vice presidency for Ontario of this 
organization. 

E. G. Baker, who becomes the eleventh 
president of Canada’s oldest life com- 
panv, is widely known and most highly 
regarded in Canadian and United States 
business circles. He is not new to the 
life insurance business having been a 
policyholders’ director on the Canada 
Life Board since 1934 and a vice presi- 
dent for over seven years. His business 
interests through the Moore Corpora- 
tion have provided him with a wealth of 
international experience. Mr. Baker 
served as president of the Moore Cor- 
poration for many years and recently 
relinquished these responsibilities be- 
coming its chairman of the board. He 
is a member of the board of directors 
of the Bank of Canada and the Canadian 
Pacific Railway. 

Mr. Baker’s interests in philanthropic 
and welfare organizations are many and 
varied. President of the Toronto Bible 
College since 1929, he has also been 
a member of the National Council of 
YMCA’s in Canada for many years. 
Mr. Baker served for many years as 
a vice chairman of the board of trus- 
tees of Toronto’s Hospital for Sick 
Children and has taken a prominent 
part in the organization work of the 
new eight million dollar building now 
under construction. 
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A. O. JACKSON RETIRES 





Supervising Engineer in Aetna N. Y. 


Office 21 Years; Braun Named 
His Successor 

A. O. Jackson, supervising engineer at 
the New York office of the Aetna Life 
Affiliated Cos., is retiring after twenty- 
six years of service with the Aetna and 
has been succeeded by John E. Braun, 
assistant supervising engineer, it is an- 
nounced by Vice President J. E. Lewis. 

Mr. Jackson has been active in the 
manufacturing and engineering fields for 
more than a half a century and has been 
supervising engineer r at the Aetna’s New 
York office for more than twenty-one 
years. 

A native of Philadelphia, Mr. Braun 
was graduated from Drexel Institute, 
where he majored in structural engineer- 
ing. After experience in several differ- 
ent engineering fields, Mr. Braun joined 
the Aetna in 1936 as an engineer at the 
Philadelphia office. He was transferred 
to New York in 1946 as senior engineer 
and was appointed assistant supervisor 
on May 1, 1947. 


N. Y. Life Kbit Dodi 


New York Life has completed a pur- 
chase-lease agreement with the Carna- 
tion Co., manufacturer of evaporated 
milk, involving erection of a nine-story 
modern office building in Los Angeles 
for the headquarters of the milk com- 
pany which are now at Milwaukee. 

Upon completion of the building by 
Carnation Co., New York Life will pur- 
chase the entire property, simultaneously 
leasing it to Carnation for a term of 
years on a net rental basis. The prop- 
erty is on Wilshire Boulevard. 





WRITES MILLION FIRST YEAR 

Charles W. De Gryse, Northwestern 
Mutual special agent in the John O. 
Todd agency, Chicago, has a total paid 
for production of over one million dol- 
lars of new life insurance for the year 
1947, his first year in the life insurance 
business. During December he paid for 
$360,000 on eleven lives to set a new all- 
time record for the largest volume ever 
paid for in one month by any man in the 
Todd agency. 











LOUIS LIPSKY, 
President 
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EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVE. 
NEW YORK CITY 16 


ISSUES ALL FORMS OF INSURANCE 


One ard Five Year Renewable Term, Ten Year Term and Term Expectancy; 

Family Income Riders; Juvenile Insurance; Insurance with Annuity; Life 

Premiums Reduced One-half After Twenty Years; Limited Payment and 
Endowment Contracts; also sub-standard policies. 


For further information write Harry Yarin, V. P. and Sup't. of Agencies 


"A Company with a Friendly Atmosphere" 





JACOB ISH-KISHOR, 
V. P. and Secretary 

















Pru Liberalizes Rule 


In a letter to the field The Prudential 
has announced that present rules allow- 
ing additional insurance without medi- 
cal examination within one year have 
been liberalized. 

“The old rules applied only if the pre- 
viously placed policy was issued at 
Standard rates,” says the company. “Un- 
der the new rule this has been extended 
to apply to policies issued at Standard, 
at Special A, or at Special B rates at 
ages 45 and under, within one year from 
the date of the last full medical report. 
They also apply at ages 46 to 60, inclu- 
sive, within six months from the date of 
the last full medical report.” 


RICHMOND MANAGERS MEETING 
H. G. Kenagy Is Guete Speaker; Life 
Insurance Public Relations 
Discussed 
A program of public relations for the 
life insurance business was the theme 
of the January 9 meeting of the General 
Agents and Managers Association of 
Richmond, Va. Trust officers of Rich- 
mond’s leading banks were present and 
took part in the discussion which was 
led by guest speaker H. G. Kenagy, vice 
president, Mutual Benefit Life, Newark. 
Mr. Kenagy’s thesis was that, while 
life insurance is one of the best sold 
ideas in America, our distribution sys- 
tem through private companies and their 
agency organizations is not well under- 
stood or properly appreciated. While no 
political party in the United States has 
as yet advocated the nationalization of 
life insurance, as happened in Canada, 
we need to make sure that no such sit- 
uation will confront us by educating our 
publics on the essential services of life 

insurance companies and their agents. 

Mr. Kenagy discussed some of the 
things which home offices can do to 
bring about better public relations, but 
urged the view that the task is primarily 
one for agency managers and their or- 
ganizations. He emphasized particularly 
the need for using techniques in sales- 
service relations with policyholders 
which will develop enthusiastic apprecia- 
tion of what the agent has done for 
them. 

During a preliminary business meeting 
the fine endorsement which Richmond 
banks have given to life insurance 
through newspaper advertising and by 
direct mail, was recognized and ap- 
plauded. Of the eleven bank advertise- 
ments lauded by the NALU in its sur- 
vey of bank cooperation, three were ad- 
vertisements of Richmond banks. 
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Truman Asks Extension 
Of Social Security 


FAVORS HEALTH INSURANCE 
Estimates Payroll Tax Increase for 1949 
at $350,000,000; to Send Special 
Message to Congress 


President Harry E. Truman, in his 
state of the union message to Congress 
‘t week and again in his budget mes- 
re of January 12, called for extension 
of the country’s social security program 
and inauguration of a health insurance 
system. In his budget message, he 
ste utes that he expects to send a special 
1 sage be Congress on these proposals. 
tle. had long advocated these measures 
and his inclusion of them had been an- 
icipated. 

The so-called New Deal proposals of 
the President called for levies amount- 
ing to $350,000,000 in payroll taxes for 
the fiscal year 1949 for added health and 
r social insurance and conservatives 
in Cougnies estimated that these items 
eventually would add up to as much as 
$10,000,000,000 a year for the next fiscal 
vear. These items were not provided in 
the expenditure proposals of the budget 
message, as it was pointed out that they 
\ 


uld be financed from trust funds es- 

tblished for the purpose. These pro- 
posals were made first in the state ot 
he union message. 

Although Mr. Truman did not use the 
word “compulsory” in connection with 
his health program recommendation, the 
interpretation was that compulsion is 
inherent in his program. He said “we 
should now establish an executive de- 
partment” to administer the Govern- 
ment’s health, education and_ security 
program. His recommendations were but 
a faint forecast of the impending dead- 
lock between the Wagner-Murray- 
Dingell and Taft bills when they again 
come before the Congress. 

Social Security Legislation 

“Over the past twelve years,’ Mr. 
Truman said, “we have erected a sound 
framework of social security legislation. 
Many millions of our citizens are now 
protected against the loss of income 
which can come with unemployment, old 
ige or the death of wage-earners. Yet 
our system has gaps and inconsistencies ; 
it is only half finished. 

“We should now extend unemployment 
compensation, old age benefits and sur- 
vivors’ benefits to millions who are not 
now protected. We should also raise the 
levels of benefits.” 

Declaring that the greatest gap in 
the social security structure is lack of 
adequate health provisions, Mr. Truman 
reiterated his former demands for a 
national health program, the heart of 
which, he said “must be a_ national 
system of payment for medical care 
based on well-tried insurance principles. 

Our ultimate aim must be a com- 
prehensive insurance system to protect 
all our people equally against insecurity 
and ill health.” 


Budget Message 


“My recommendations for legislation 
involve budget expenditures at $116,000,- 
000 in the fisc: al year 1949,” the budget 
message said, “mainly for revisions of 
public assistance and initial administra- 
tive costs of the medical-care program. 
The other proposals would be self- 
financed through trust accounts. 

“Federal grants to states for the ad- 
ministration of unemployment compen- 
sation—the only budget expenditure for 
this Federal-state program—are pro- 
jected for fiscal year 1949 at slightly over 
the level for the current year. This rise 
reflects higher state salaries and operat- 
ing costs.” 

Under the topic, “Social 
Health and Security,” the 
said: 

“In the existing social security pro- 
grams we have a tried and successful 
framework within which to construct an 
integrated, comprehensive system pro- 


Welfare, 
President 





viding for all citizens some protection 
against the major economic hazards of 
our society. We have made real prog- 
ress toward our objective but it is still 
far from realized. 

“From time to time I have proposed 
measures which, taken together, would 
complete our present system to a sub- 
stantial degree and would provide pro- 
tection increasingly on a social insurance 
basis. I intend shortly to discuss this 
legislative program in a special message 
to Congress. Some of the proposals 
would have immediate fiscal effects and 
I have accordingly included estimates 
for the following items: 


Would Extend Coverage 


“Old age and survivors insurance- 
extension of coverage to all gainful 
workers, including agricultural and do- 
mestic employes, farmers and other self- 
employed persons. 

“Tncreases in individual benefit amounts 
and in the maximum amount of earnings 
taxable. 

“Health program: Provision for a na- 
tional system of health insurance and 
improved services and facilities for pub- 
lic health and medical care. 

“Unemployment compens: ition: Exten- 
sfon of coverage to employes of small 
businesses and as many other groups as 
feasible. : 

“Public assistance: Sroadening of 
Federal aid to include general assistance 
and allotment of Federal grants for pub- 
lic assistance so as to relate them to the 


T. I. Parkinson Urges 


Fight on Inflation 


WANTS BUSINESS TAKE STAND 





Equitable Society President Condemns 
Government’s Low Interest 
Rate Policy 


Urging the life insurance industry to 
take the lead in the fight against in- 
flation in 1948, Thomas I. Parkinson, 
president of Equitable Life Assurance 
Society, warned in a_ statement, that 
though more insurance is in force now 
than ever before, the average American 
actually has less insurance protection 
than he did in 1940. Total insurance in 
force at the end of 1940 was approxi- 
mate $117 billions and the total in force 
at the end of 1947 is about $191 billions. 
But in dollar-purchasing power, he 
stressed, values will be less than seven 
years ago. 

Charging that life insurance execu- 





financial needs and resources of each 
State. 

“Other proposals, such as temporary 
and permanent disability insurance bene- 
fits, which would not affect estimates for 
the fiscal year 1949,” 

The President’s estimate of the total 
to be spent in 1949 under present and 
proposed legislation on social welfare, 
health and security at $2,028,000,000. 








INCORPORATED 1851 
HARRISON L. AMBER, President 








Theres LIFE ix the BERKSHIRE 
















"& Py 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
Fight Infantile Paralysis Jan. 15-30, 1948 


* 


MERCHANDISE CHART 


The Berkshire’s 1948 
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attractive premium rates, 
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tives “seem to be afraid to make un- 
popular though sound proposals on ex- 
isting inflation dangers,” Mr. Parkinson 
said that a statement expressing dis- 
approval of the fiscal policies of the 
Government was approved by the board 
of directors of the Life Insurance As- 
sociation of America more than a year 
ago. Despite this board approval, the 
time and circumstance of the statement’s 
publication was referred to a committee 
“which substituted for it a watered-down 
criticism of inflationary trends,” he said. 
Criticizes Government Policy 

The original statement, striking at the 
heart of the inflation problem, con- 
demned the Government’s low interest 
rate policy and the creation of a large 
supply of money to maintain those rates, 
Mr. Parkinson declared. It called upon 
the Federal Reserve authorities to make 
use of their exis ting powers to prevent 
further increases in the money supply 
and to find a way to get rid of as much 
of it as might be termed excessive. 

Because of the artificial low interest 
rate dictated by the Government, life 
insurance owners as a class are losing 
as much as $500 millions a year, Mr. 
Parkinson continued. This $500 millions 
annually represents the difference be- 
tween the actual earnings on the Ameri- 
can people’s life insurance savings and 
what would be earned if interest rates 
had not been forced down to present low 
levels. 

Emphasizing that little help in the 
fight on inflation could be expected from 
banking circles, Mr. Parkinson said that 
managers of life insurance institutions, 
must recognize their responsibility to 
preserve the purchasing value of the 
dollar in which their contracts are pay- 
able. “Normally, one could expect some 
concrete suggestion from the bankers 
to restore and preserve the soundness 
of the currency,” Mr. Parkinson said, 
“but our bankers have had so large a 
participation in what is going on and 
are themselves contributing so much to 
the maintenance and increase of the 
large money supply that little is to be 
expected and certainly little has come 
from this source.” 

Sees Obligation Insurance 

Warning that the present satisfactory 
state of life insurance has produced a 
tendency to overlook current burdens 
stemming from inflationary policies, Mr. 
Parkinson continued: “We in the life 
insurance industry are too frequently 
unmindful of the ultimate consequences 
if those inflationary policies are allowed 
to continue. Although our life insurance 
contracts call for payment of a specified 
number of dollars, it does not follow 
that we should have no interest in doing 
what we can to preserve the value of 
those payments. The obligation is im- 
plied and the institution of life insurance 
should no longer continue its attitude 
of relative indifference while the welfare 
of policy holders is so obviously threat- 
ened.” 

If some real leadership is shown in 
the fight against inflation, Mr. Parkin- 
son said, the American people can count 
on a good business year in 1948. “The 
capital equipment of this country’s en- 
terprise now needs much renovation and 
expansion,” he pointed out, “if we are 
to maintain and increase our capacity to 
produce in great volume. An essential 
element in achieving this goal is to see 
to it that conditions are maintained 
which will continue to encourage saving.” 


OPENS PUEBLO BRANCH OFFICE 


The addition of a Pueblo, Colo., 
branch office to those now serving The 
Prudential’s Denver agency, under the 
supervision of Manager Charles D. Jolly, 
has been announced. The new branch is 
under the direction of James R. Mc- 
Dougall, assistant manager and serves 
the southern and western parts of Col- 
orado. Branch offices of the agency had 
been established previously at Albuquer- 
que, N. M. and Cheyenne, Wyo. 





Harold I. Bahn has been named serv- 
ice manager of Edwin R. Erickson & 
Associates, agency of the John Hancock 
in Buffalo. 
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Mutual Makes Whipple 
Financial Vice Pres. 


SILLOWAY SECURITIES MGR. 





Philip A. Russell Assistant Manager 
Securities; C. F. B. Richardson 
Assistant Actuary 
Oliver M. Whipple, vice president and 
manager of investments for Mutual 


Life of New York, has been appointed 
to the newly-created position of finan- 
cial vice president in a series of execu- 
tive promotions in the securities invest- 
ment department announced by Alexan- 
der E. Patterson, president. 

Silloway, 


Stuart F. second vice presi- 





Matar 
STUART F. SILLOWAY 


dent and assistant manager of securities 
investment, has been promoted to the 
post of vice president and manager of 
securities investment; Philip A. Russell, 
industrial specialist, has been advanced 
to assistant manager of securities ‘in- 





CHARLES F. 


B. RICHARDSON 


vestment; Charles F. B. Richardson, re- 
search associate, has been named an 
assistant actuary. 

Mr. Whipple has been with Mutual 
Life since 1928, when he joined the com- 
pany’s financial department. He was ap- 
pointed assistant financial manager the 
next year and in 1934 he was advanced 
to be associate financial manager. In 
1944, he was elected second vice presi- 
dent and less than six months later he 
was promoted to be vice president and 
manager of securities investment. Last 
March he took on additional duties as 
vice president and manager of invest- 





OLIVER M. WHIPPLE 


ments, including general supervision 
and direction of the real estate depart- 
ment and the farm loan division. 


After being graduated in 1919 from 
Phillips Academy at Andover, Mass., 
Mr. Whipple attended Yale University, 
from which he was graduated in 1923, 
and Harvard Law School. Prior to 
joining Mutual Life, wa§ with the New 


PHILIP A. RUSSELL 


York investment banking firm of Kidder, 
Peabody & Co. 

_ Mr. Silloway joined the Mutual Life’s 
financial department in 1933, after hav- 
ing been associated with the investment 
banking firm of Kidder, Peabody & Co. 
In 1939 he was named assistant financial 
manager of Mutual Life. Three years 
later he was appointed treasurer and at 
36 years of age he was at that time one 
of the youngest life insurance executives 
in the country. In 1944 Mr. Sillow: ay 
was promoted to be second vice presi- 
dent and assistant man iger of securities 
investment. A resident of Ossining, N. 
Vee Rar Silloway was educated in public 
schools in Newburyport, Mass., Rutgers 
Prepari itory School and Wesleyan Uni- 
versity. 


Mr. Russell has been an industrial spe- 
cialist in the financial department of 
Mutual Life since 1942. Prior to that 
he was associated for twenty years with 
the First Boston Corp., an investment 
banking firm, and its predecessor com- 
panies. He served for six years as man- 
ager of the buying department in charge 
of industri il issues and was at various 
times in charge of First Boston’s De- 
troit, Cleveland and Chicago offices. Be- 
fore joining First Boston, Mr. Russell 
was in the construction field as an engi- 











Moorhead Officer of AMA 


E. J. Moorhead, actuary, Agency Man- 
agement Association, has been elected an 
officer of the association, it has been 
announced by John Marshall Holcombe, 
Jr., managing director. As a result, Mr. 
Holcombe said, Mr. Moorhead will leave 
the Company Relations Division and will 
concentrate his efforts in the fields of 
costs and compensation research. He 
already has done important work in 
these subjects and will now be free to 


make further contributions. 

Other officers besides Mr. Holcombe 
are Charles J. Zimmerman, assistant 
managing director; Lewis W. S. Chap- 
man, director of company relations divi- 
sion; Elizabeth C. Stevens, secretary- 
treasurer; and Dr. S. Rains Wallace, Jr., 
director of research. 

A native of Winnipeg, Mr. Moorhead 
came to the association in 1945 from the 
Great-West Life where he was assistant 
actuary. In the company relations divi- 
sion he was a consultant, an instructor 
in schools in agency management, and 
did a great deal of work on association 
publications, including Manager’s Hand- 
book. 


E. E. Enoch General Agent 


For Aetna at Providence 


E. Ellsworth Enoch, CLU, assistant 
general agent for Aetna Life in Pitts- 
burgh, has been appointed general agent 
for the company in Providence, accord- 
ing to an announcement by R. B. Cool- 
idge, vice president of the company. Mr. 
Enoch succeeds H. Horton Humphrey, 
who was appointed general agent in 
Newark. 

A native of Wichita, Mr. Enoch is a 
graduate of the University of Chicago 
and has taken special courses in trusts 
and estates at Northwestern University. 

Mr. Enoch was associated with a se- 
curities firm before he entered the in- 
surance business in 1930. After consid- 
erable insurance experience in the sales 
and mangerial fields, he joined Aetna 
Life in 1942 as a supervisor in the Pitts- 
burgh office and was appointed assistant 
general agent on January 1, 1945. 

Mr. Enoch is a graduate of the 
Agency Management School and re- 
ceived his CLU designation in 1941. 


CLU Economic Conference 


The fifth annual economic conference 
sponsored by the Chartered Life Under- 
writers will be held January 27 at the 
Knickerbocker Hotel, Chicago, it has 
been announced by Edwin S. Hewitt, 
president of the CLU’s Chicago chapter. 

These conferences are held annually 
for the benefit of leaders of all business 
and the professions, not just for insur- 
ance people, and some 800 are expected 
to attend. Outstanding national figures 
will provide the program which will deal 
with America’s present position in a 
world economy. Arrangements are being 
handled by Wade Fetzer, Jr., president 
of W. A. Alexander & Co., general 
agents, Penn Mutual Life, who is serv- 
ing as chairman of the economic confer- 
ence committee. 





neer with the New York Public Service 
Commission and the Aberthaw Construc- 
tion Co. of Boston. He is a graduate of 
Massachusetts Institute of Technology. 

Mx. Richardson, who had been with 
Mutual Life from 1942 to 1946, rejoined 
the company early last year as a re- 
search associate responsible for pro- 
gramming improvements in the agen- 
cies’ department in administrative tech- 
niques, costs and marketing. Mr. Rich- 
ardson joined the company as an as- 
sistant actuary in 1942, but left four 
years later to do pension consulting 
work. He is a Fellow of the Actuarial 
Society of America, former vice chair- 
man of its examination committee, and a 
Fellow of the American Institute of Ac- 
tuaries. 





W. A. Jones Omaha G.A. 


WESLEY A. JONES 


John Hancock Mutual has appointed 
Wesley A. Jones as general agent at 
Omaha. He formerly was in the home 
office agency department, recently being 
assistant general agent of the Conwz Ly 
agency at Syracuse. He started with the 
Cammack agency in Charleston, W. Va. 


LOW DEATH RATE INDICATED 





Best Health Year in History During 
1947; Heart Disease, Cancer Lead- 
ing Causes of Death 

American life insurance policyholders 
will probably record the best health year 
in history in 1947, the Institute of Life 
Insurance reports, early estimates point- 
ing to the lowest death rate ever re- 
corded. 

This was accomplished in spite of new 
high death-rate records being set in the 
two leading causes of death, heart dis- 
ease and cancer. 

During the past year, policyholder 
deaths from influenza and penumonia, 
tuberculosis and children’s diseases 
dropped to a record low rate. While 
these three classifications combined ac- 
counted for one-third of all policyholder 
deaths thirty-five years ago, this past 
year they represented fewer than one- 
twelfth. ; 

Both children’s diseases and the in- 
fluenza and penumonia classification 
showed 1947 death rates at about one- 
half those of pre-war years. ; 

Nearly one-third of all 1947 policy- 
holder deaths were due to diseases of the 
heart and arteries, this No. 1 killer caus- 
ing more than 400,000 policy death claims 
in the year or nearly 1,100 a day. 

Cancer also increased its toll during 
the past year, accounting for one-sixth 
of all policy claims or some 200,000. 

Heart disease and cancer combined 
represented one-half uf the year’s death 
toll. 

Accident death rates appear to have 
decreased slightly during the year and 
non-automobile accidents were at a rate 
less than half that of thirty-five years 
ago. Motor vehicle death rates in 1947 
were high, _ however, accounting for 
about one-third of all accident deaths. 


Standard Life of Indiana 


Increases in all phases of its opera- 
tions were reported for Standard Life of 
Indiana at the close of the year by 
Harry V. Wade, president. Insurance in 
force at the end of 1947 stood at $48,- 
300,000 as against $36,317,000 for 1945 and 
admitted assets had reached a total of 
$6,000,000 compared to $3,125,147 for 1945. 
Reserve funds for the protection of 
policyholders all were substantially in- 
creased. 
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Real Estate Changes 
Seen by L. D. Meredith 


SAYS MAY BE FAR-REACHING 








National of Vermont Executive Vice 
President Appraises Several Current 
Trends in Realty 





“The New Look” in the real estate 

irket was discussed by L. Douglas 
Meredith, executive vice president and 
chairman of the finance committee of 
e National Life Insurance Co. of 
Montpelier, Vt., at the annual dinner 
f the Albany Realty Board at the Ten 
L:yck Hotel recently. Mr. Meredith is 

well known speaker and writer on 
using and financing, and is author of 
a popular book “How to Buy a House.” 
He said in part: 

“A ‘new look’ has come over the real 
estate market at a time when many peo- 
ple were inclined to accept as permanent 
low money rates and consistently rising 


prices. It behooves each of us, regardless 


of our interest in real estate, to ap- 
praise carefully the new look in our 
business, for the consequences may be 
far-reaching and severe. These conse- 
quences, when and if felt, will apply in 
varying degree to real estate owners, 
to developers, to brokers and to lenders. 

“Real estate prices have ceased to 
rise as rapidly as formerly, and buyers’ 
resistance has increased noticeably in 
many, if not all, areas. Building costs 
have mounted to such a point that peo- 
ple hesitate to incur them. Money rates 
have done a sharp about face and have 
risen to such a point that they already 
have confounded the money managers 
who repeatedly have asserted complete 
confidence in their ability to control 
the money market. 

“The change in the money market 
has caused securities to sell on new 
bases. Long-term United States Gov- 
ernment bonds which sold on a basis 
as low as 2.09 now are selling on almost 
a 214% basis. Corporate bonds which 
sold as low as 2.55 now sell on a 3% 
or better basis. Preferred stocks which 
sold on a 3.55 or 3.60 basis now sell on 
a 4% or better basis. Other illustrations 
might be cited to monotonous lengths. 

“The course of money rates has re- 
flected, and will continue to reflect, the 
outcome of the struggle between the 
money managers and natural economic 
forces. Money rates were brought to 
record-low levels and the Treasury still 
has in its possession many powers not 
yet exercised which would tend to keep 
rates low. At the same time, it has 
seemed apparent for some time that 
natural economic forces might work in 
a direction contrary to that of the 
Treasury. It also has been conceivable 
that a situation might develop in which 
it would become impracticable to main- 
tain extravagantly low money rates. 


Investments in Realty 


“Investments in real estate in the 
form of loans and in the form of real 
estate equities directly reflect conditions 
in the money market, and if at any time 
the rate of return on, let us say, cor- 
porate bonds relatively is more attrac- 
tive than the return on mortgage loans 
or ownership in real estate, investors 
will naturally tend to prefer bonds to 
loans or real estate equities. Conse- 
quently, the market for mortgage loans 
already has adjusted itself to reflect at 
least some of the changes which have 
taken place in the money market. Few 
changes in contract rates have yet been 
noticed, but the premiums or finders’ 
fees which were being paid for loans 
six months or a year ago have been 
reduced sharply in most cases, or have 
been eliminated entirely. In some in- 
stances lenders have rejected applica- 
tions stipulating a specific rate of in- 
terest, but have offered to consider the 
applications at higher rates. Since in- 


vestors are able now .to obtain better 
rates of return from other fields than 
on mortgage loans, as was the case six 
months ago, they have come to be more 
selective in the making of mortgage 
loans. So long as the large volume of 
loan applications now overhanging the 
market impends, it is entirely natural 
that lenders will continue this policy. 

“Any person interested in real estate 
always must take into account the 
course of commodity prices. Elbert S. 
Brigham, president of the National Life 
Insurance Co., in addresses to the com- 
pany’s agents in 1941 and again last 
June, with the permission of Standard 
and Poor’s Corporation, reproduced the 
‘Revised Wholesale Commodity Price 
Indexes’ as prepared by the U. S. Bu- 
reau of Labor Statistics and supple- 
mented for the years from 1797-1869 by 
Professors Warren and Pearson of Cor- 
nell University. 

“Using 1926 as a base, we find that 
from 1797 to 1947, the commodity price 
index during only five periods exceeded 
one hundred—at the beginning of the 
nineteenth century, after the War of 
1812, the Civil War, the -first World 
War and the second World War. In 
only twenty-nine of ‘the one hundred 
and fifty years since 1797 has the index 


exceeded the base of one hundred. 
Therefore, if history repeats itself, and 
it always has, the price index, if it has 
not already turned, one of these days 
will turn downward. It would not be 
surprising to see the prices of real es- 
tate move accordingly. 


“Finally, we must not overlook that 
in all likelihood, a great era of tech- 
nological changes lies ahead of us in 
all phases of engineering and construc- 
tion. The building industry has prob- 
ably made as little progress in the di- 
rection of modernization as any major 
industry. Houses essentially are built 
today just as they were built one hun- 
dred years ago, although some builders 
are using new methods and new ma- 
terials with notable success. In the 
meantime, the automobile has shown us 
what can develop from a horseless car- 
riage when methods of mass production 
are applied. It may be that herein lies 
the solution of the housing problem and 
the establishment of a higher standard 
of living for the people of this country. 
As pointed out in the book by W. D. 
Teague, ‘Land of Plenty,’ this country 
needs mass-produced houses which will 
sell at $1,500 to $2,000 per unit. Such de- 
velopments, of course, would greatly 
effect, in all likelihood, the values of 








residential properties, but even so, it 
appears that if this country is to have 
improved housing at reasonable cost, 
particularly for people of lower incomes, 
this housing can be furnished by im- 
proved manufacturing processes or by 
Government subsidized housing, and my 
preference is for the former. 

“In summary, the ‘new look’ suggests 
that the real estate business now finds 
itself in a readjustment phase which 
ultimately may prove to have been a 
transition phase. Every war has been 
followed sooner or later by a period 
of readjustment. In some instances, the 
period of readjustment has been short, 
and the extent of the readjustment 
precipitous, while in others the read- 
justment has been effected only over 
a rather long period through a series 
of phases. The major significance of the 
‘new look’ is the emphasis which it 
places upon those of us in the real 
estate business to exercise maximum 
alertness to possible impending changes.” 


Members of the F. W. Darling Cedar 
Rapids agency, Bankers Life of Des 
Moines, met recently to celebrate the 
twentieth anniversary of Mr. Darling as 
agency manager there. 

















JUST LIKE — 


Life 3 policy 











Prudential’s Modified 


Premiums 15% lower for first 3 years 
than for subsequent years. In effect, 
this guarantees a 15% dividend for 
the first 3 years. After 3 years, divi- 
dends may be expected to keep net 
payments close to the starting figure. 


COMBINED WITH — 


our new Family 
Income rider 


TOGETHER THEY CAN PROVIDE— 
1. a lump sum for last expenses, plus 
2. a monthly income, followed by 


3. a lump sum payment. 


Perfect 
ae WoO =, oe 


Can provide monthly income of $10, 
$15 or $20 per $1,000 of basic policy 
for a period of 10, 15 or 20 years 


are payable for only 8, 12 or 16 years. 








from policy date. And level premiums 








In EVERY WAY, they're a NATURAL combination! 
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“Unsurpassed Market” 
In ’48, Says Parkinson 


N. C. STRONG LEADS EQUITABLE 
Mrs. Godwin First Woman to Qualify 
for Society’s Million Dollar Club; 
Other Leaders 
Continuance of the present unsur- 
passed market for life insurance during 
1948 was predicted last week by Thomas 
I. Parkinson, president of the Equitable 
Life Assurance Society. Speaking be- 
fore more than three hundred leading 
representatives of the Greater New York 
Department at the leaders’ banquet at 
Hotel Biltmore, New York, January 5, 
Mr. Parkinson declared that “there is 
still an unprecedented demand for every 
type of consumer goods and an enor- 
mous money supply on hand for the pur- 
chase of these goods. These are not 

signs of a recession,” he concluded. 

Acting as chairman of the dinner 
meeting, second vice president H. 
Yoars reviewed the accomplishments of 
the department during the year just 
ended, pointing out the new records es- 
tablished by the Greater New York De- 
partment in first year commissions, Or- 
dinary and Group volume and production 
club membership. 

Mr. Yoars then introduced Norman C. 
Strong, L. A. Miner Agency, New York, 
leading Equitable Society producer for 
1947, Mrs. Isabel S. Godwin, W. Halsey 
Wood Agency, Hempstead, N. Y., first 
New York woman to quality for the 
Equitable’s Million Dollar Club, and 
fourteen other Million Dollar producers 
of the New York department. They 
were: Max Reibeisen, Hans E. Wirsing, 
Dave Freedman, Nathan Dobson, James 
Lyall, Jr., W. J. Dunsmore, H. E. Rich- 
ardson, Lloyd H. Bunting, Isidor Artsis, 
Charles Wasser, J. D. Tooker, Jr., Philip 
Morrison, W. M. Albern, M. J. Metzler. 

Agency Vice President Vincent S. 
Welch complimented those present on 
their outstanding year’s work and re- 
viewed the record gains in production 
and club membership. Another speaker, 
Agency Manager Myron H. Cohen, 
president of the New York Board of 
Managers, optimistically outlined the op- 
portunities for the Society’s field force 
in 1948. 


Jefferson Standard Reports 


Record Paid-for Business 


Jefferson Standard Life’s paid for bus- 
iness during 1947 amounted to $118,272,- 
288, setting a new record for the com- 
pany, announces Agency Manager Karl 
Ljung. This figure topped 1946 by more 
than $3,500,000. 

Insurance in force at year end 
amounted to $747,501,522, a net gain of 
more than $75,000,000 for the year. 

December was the biggest production 
month in the history of the company. 
More than 4,400 applications were sub- 
mitted for a total volume of $17,802,065, 
exceeding December, 1946, production by 
$7,800,000. 


BANKERS LIFE SALES SCHOOLS 


A recent study of enrollments in the 
four sales training schools of the Bank- 
ers Life of Des Moines reveals an all- 
time high of men studying under the 
program with 324 salesmen currently en- 
rolled. In analyzing this figure, T. H. 
Tomlinson, manager of sales promotion 
and in charge of the sales training 
schools, pointed out that a high per- 
centage of these enrollments are a direct 
result of recruiting activities by men al- 
ready enrolled in the schools. 











HEADS ATLANTIC OFFICE 

Walter H. Everiss is the new manager 
of the Capitol View district office of 
Metropolitan Life in Atlanta, Ga. Mr. 
Everiss, former manager of the com- 
pany’s district office in Durham, N. C., 
succeeds the late J. Marvin Feagle. He 
managed the Athens, Ga., district in 
1934-35, and started work with Metro- 
politan in Birmingham in 1929, 


Presented Trophy by 
Columbian National Life 





Left to right—J. D. Anthony, presi- 


dent; R. K. Holden, vice president; 


Thayer Quinby, general agent; C. C.’ 


Mullen, vice president. 


Thayer Quinby, general agent at 
Boston for Columbian National Life and 
his associates were honored recently at 
a banquet, the occasion being the pres- 
entation of the Columbian National 
President’s Trophy to the agency in 
token of having led all Columbian Na- 
tional agencies in life production during 
its forty-fifth anniversary campaign. 

The Quinby agency was fourth in 
company standings in 1945; third in 1946, 
and with its best year since its estab- 
lishment in 1924. Contributors to the 
agency’s campaign success were Mark 
Burston, Sherwood H. Van Tassel, M. 
P. McSweeney, L. M. Burston, H. M. 
Swart, B. J. McNamara, A. L. McLellan, 
J. F. Wreck and R. J. Drew. 








NAMED BY RELIANCE LIFE 

T. Vernon Chalkley of Chattanooga 
has been appointed manager of the Ten- 
nessee department of Reliance Life of 
Pittsburgh. Mr. Chalkley began his ca- 
reer with Reliance Life in 1940 and in 
that year won the national production 
trophy of the company as the leader in 
paid volume among new representatives 
appointed in 1940. Two years later he 
was appointed agency supervisor of the 
Virginia department of the company. In 
October, 1942, Mr. Chalkley was pro- 
moted to field manager and placed in 
charge of the Richmond territory when 
Manager Carroll T. Scott entered the 
Army. 


Windows onthe Park 


Retaining all the charm of old 


New York in a new modern set- 
ting, offering matchless comfort 
in surroundings of elegance. 
A few suites are now avail- 
able for permanent occu- 
pancy. Write for Booklet E. 
Cuas. W. Scuwerer, Managing Director 


HOTEL 
GRAMERCY PARK 


52 Gramercy Park North at E, 21se St. 





National Life Reports 


Company’s Greatest Year 
National Life of Vermont closed 1947 
as the greatest year in the company’s 
history, with new paid for production 
of $134,834,128 and total insurance in 
force as of December 31 of $929,094,585, 
according to D. Bobb Slattery, superin- 
tendent of agencies. New paid for pro- 
duction represented a gain of $21,172,155 
or 18.63% over 1946. During December 
new paid for production amounted to 
$21,760,162 as compared with $12,570,711 
for December, 1946, a gain of $9,189,451, 
which was 73% ahead of December, 1946. 
Gain in insurance in force for December 
was $18,018,935 and the gain for the year 
$100,844,218. Leading agency in new 
paid business for the year was New 
York-Wells. 


UNION MUTUAL CLUB LEADER 

Wesley H. Becker, manager of the St. 
Louis office of Union Mutual Life, Port- 
land, Me., has completed his eighth con- 
secutive year of perfect records in the 
company’s leading production club. A 
charter member of the club, which was 
organized on January 1, 1940, Mr. Becker 
leads all other company representatives 
with a record of 416 consecutive weeks 
of production. 





Geared to your clients’ needs - 


LIFE INSURANCE * . 


. All modern forms 
of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Salary, Savings, 
Annuities, and Non-Cancellable Disability 
combined with wide choice of Life plans. 
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DISABILITY INSURANCE®* . . Every form 
of Accident and Sickness coverage — in- 
cluding Franchise plans for five or more 
employees. Non-Cancellable Disability 
policies. Special Risks coverages. 


HOSPITAL INSURANCE®* . . Issued on 
Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. Hospital 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 


> (@) § 


SERV 


-in All income protection fields 


* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 





PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 





hd Hel protecting provident pneonle since 1857 








A REAL OPPORTUNITY 


A successful general agency in New 
York City for a leading mutual com- 
pany requires the services of a Broker- 
age Supervisor. 


Assuming you have had no experi- 
ence in the brokerage field, if you can 
show a reasonable basis for believing 
that you can influence a substantial vol- 
ume of brokerage business, we will pay 
you a good salary and give you an op- 
portunity for advancement. 


Reply in confidence to— 


Box 1754, The Eastern Underwriter 
41 Maiden Lane New York 7, N. Y. 











Institute’s 2nd “Life 


” 
Insurance Fact Book 

Second edition of “Life Insurance Fact 
Book” has been released by the Institute 
of Life Insurance, this 1947 edition being 
larger and having a wider circulation 
than the first book issued a year ago. 

The size has been increased from 64 to 
96 pages. It is currently going to 75,000 
editors, writers, librarians, speakers and 
others interested in fundamental back- 
ground material concerning life insur- 
ance. Last year’s book went to 60,000. 

Data in the 1947 Fact Book is in most 
cases complete through 1946 and not 
only adds another year currently to the 
tables and reviews, but in many cases 
carries the statistics and comment back 
farther and more complete into the past. 
There are sixty chapter headings in the 
new book, compared with thirty-five in 
the 1946 edition. Among the new sec- 
tions are those on substandard insurance, 
analysis of company income, monthly in- 
vestments, monthly life insurance pur- 
chases, life insurance in the world, Cana- 
dian and British life insurance, fraternal 
and savings bank life insurance, social 
security benefits, life expectancy, the 
new mortality table and policy changes 
and causes of death. 

The Fact Book is a compilation of ex- 
isting data, with credit to the source 
of such information, and is intended for 
free circulation to those outside the busi- 
ness who desire source material on life 
insurance. Prepared by the Statistical 
and Research Division of the Institute, 
the Fact Book meets a growing call for 
source material from those outside the 
business. It gives one set of figures for 
the business as a whole, to help writers 
and speakers avoid possible confusion 
from overlapping sources. 





Conn. Mutual 


(Continued from Page 3) 


living, not only for their own benefit, 
but that they may in some degree nass 
on to policyholders the art of good living 
and give to the company the best con- 
tribution of which they are capable. 

“Tf these suggestions have in any 
degree aroused your disposition to im- 
prove the mind and invigorate the spirit, 
I hope that you will begin to adjust 
your time and engagements to that 
purpose. We can all take to ourselves 
as well as preach to our prospects the 
words of that ancient sun dial: ‘It is 
later than you think.’ 

“Let me conclude with this simple 
incident: A churchgoer, confused with 
the change to daylight time, had miscal- 
culated the hour of the Sunday service; 
and as he entered the church discovered 
that the congregation were just begin- 
ning to leave. To his inquiry, ‘Is serv- 
ice over?’ came the meaningful reply, 
‘Oh no, for all of us Service is just 
beginning.” 
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Named to Home Office Post 
For Mutual Benefit Life 


Record Increases Reported 
By Continental American 


Continental American Life announced 
that December was the biggest month 
in the history of the company and that 
during 1947 all previous records for a 
year’s production were broken. The face 
amount of new paid for life insurance 
and annuities in December was $3,691,- 
404, an increase of 12% over the pre- 
vious biggest month, which was De- 
cember of 1938. For the year new paid 
for life insurance was $23,831,815, an 
increase of 3% above 1946, which was 
the previous biggest year. Total insur- 
ance in force is now $206,366,139, a gain 
of $14,432,889 for the year, of which 
$2,976,934 was made in December. 


. PACIFIC MUTUAL CLUB 

Pacific Mutual Life, Los Angeles, has 
announced that the Million Dollar Club 
now has a total membership of ninety, 
with nineteen being in the Multiple Mil- 
lion Class. Fred L. Hirsch of the Lem 
C. Swinney agency, Dallas, heads the roll 
with seven million dollars of insurance 
in force. 





Second Newcomers’ School 

Herbert R. Brown, professor of Eng- 
lish, Bowdoin College, Keith C. Coombs, 
manager of the Social Security Adminis- 
tration, Portland, Me., and Samuel Gold- 
berg, insurance officer, State of Maine 
Veterans Administration, were members 
of the staff of speakers of the second 
Newcomers’ School of the Union Mutual 
Life, Portland, Me., which began Janu- 
ary 5 and concludes today, January 16. 
Among the company officials that ad- 
dressed the school were Rolland E. Irish, 
president; Carleton G. Lane, vice presi- 
dent; Harland L. Knight, agency vice 
president; Alfred W. Perkins, second 
vice president, sickness and accident de- 
partment; Fred T. Jordan, manager, and 
Waldo T. Worcester, assistant manager, 
Home Office agency; Robert C. Russ, 
assistant director of agencies; Frank B. 
Masin, agency secretary; L. Russell 
Blanchard, manager, sales promotion de- 
partment; and Lyman G. Haskell, su- 
pervisor, optional settlement division. 

The school was under the supervision 
of John R. Carnochan, director of train- 
ing. 
































If your prospect és “‘sub-standard”— 
“Ask Peyser About It” 
PERCY A. PEYSER, Gen. Agt. 
MANHATTAN LIFE 


55 Liberty St., New York 5, N. Y. 
COrtlandt 7-2676 
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SETS RECORD IN DECEMBER 

Security Mutual Life’s representatives 
set new records during December by 
submitting in excess of $8,000,000 new 
life insurance. Previous high month for 
submitted business was set in June, 1926 
when representatives wrote applications 
amounting to over $6,000,000. December 
was also the third highest paid for 
month in the company’s sixty-one year 
history. 





LAURANCE W. McDOUGALL 
Laurance W. McDougall, CLU, since 


1943 general agent at Columbus for 
Mutual Benefit Life, has been elected 
director of management training. In his 
new post in the agency department he 
will be in charge of training men for 
sales management work through home 
office courses and field assignments. 

Entering the life insurance business 
in St. Louis in 1935, Mr. McDougall, 
after two years of. personal production, 
joined the Mutual Benefit agency there 
in 1937 as a supervisor. In 1941 he was 
transferred to the company’s’ Los 
Angeles agency. In addition to con- 
tinuing his training and _ supervisory 
work, his duties included a large share 
of the responsibility for the operation 
of the Murrell Brothers agency while 
the Murrells were in service. From there 
he was appointed to the Columbus post. 

Mr. McDougall is president of the 
Columbus CLU chapter and had pre- 
viously served as a director of the Los 
Angeles chapter. He was graduated from 
Washington University, St. Louis, where 
he played guard on the Missouri Valley 
championship football team of 1934 and 
was a member of Phi Delta Theta 
fraternity. 


HL 









THREE 


Joins Continental American 


J. Robert Lauer has entered the life 
insurance business with the Continental 
American Life and is associated with 
his father, Matthew J. Lauer, general 
agent for the company at 295 Madison 
Avenue, New York. J. Robert Lauer is 
a graduate of Antioch College, Yellow 
Springs, Ohio, where he majored in 
business administration. He was in the 
Navy in World War II, having entered 
as a seaman second class and being 
discharged as lieutenant (j.g.) with sea 
duty in the Pacific area. As part of his 
life insurance training he has enrolled 
in the Life Insurance Marketing Course 
at Southern Methodist University, be- 
ginning February 2. 

Prior to joining his father’s agency 
he was associated with the Emerson 
Radio and Phonograph Corp. in the ac- 
counting department. 


SAM P. DAVIS AGENCY GAINS 

Sam P. Davis, manager, Phoenix 
Mutual Life, New York, reports that last 
year was the biggest year in the history 
of the agency, with nineteen men, paid 
premiums through December were 153% 
of 1946. Junior premiums of nine men 
were 137% of last year. Mr. Davis re- 
ported that the nineteen men, nine of 
which have been in the business under 
two years, wrote 152 applications, 141 
of them were prepaid for a volume of 
$1,063,107. This is exclusive of single 
premium business. 
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ter of the Institution have been formed. 


put to its best use and where the greater 


foundation for the future is being laid. 


on the vision which is at work today. 
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New York Life Names 
Four Managers in Texas 


NEW BRANCHES BEING OPENED 


R. P. Koehn, P. A. Norton, A. F. Lind- 
berg, W. E. Manning, Jr., Appointed 
by Company; Their Careers 

New York Life has announced the ap- 
pointment of four managers of new 
branch offices being opened by the com- 
pany in Texas. New York Life was li- 
censed to do a life insurance business in 
Texas beginning January 2. The men 


named as managers are Richard P. 





. NORTON 


Koehn at Dallas, Paul A. Norton at 
Houston, W. Earl Manning, Jr., at Fort 
Worth, and Arthur F. Lindberg at San 
Antonio. These men will organize and 
train a staff of professional life insur- 
ance men and women to serve the peo- 
ple of Texas. 


PAUL A 


Careers 
Richard P. Koehn joined New York 
Life as an agent in the Des Moines 





RICHARD P. KOEHN 


branch office in 1932 following his grad- 
uation from Iowa State College. He 
became assistant manager of the North- 
ern Illinois office in Chicago in 1936 and 
he later served in that capacity at Sioux 
Falls, S. D. He was promoted to mana- 
ger of the Nebraska branch in 1941 and 
of the Milwaukee branch in 1945. Mr. 
Koehn was appointed assistant superin 
tendent of agencies for the company S 
Western division with headquarters in 
St. Louis in 1946. 

Mr. Norton has been associated with 
New York Life since 1933 when he be- 





LINDBERG 


W. EARL MANNING, JR. ARTHUR F. 


came an agent attached to the Nebraska ciated with New York “Life in 1934 as 
branch iis father is Senior Nylic A. an agent in Nashville. He attended 
J. Norton, still one of the company’s Centre College of Kentucky and was 
leading agents in the Middle West. A. graduated from the University of Chat- 


J. Norton was graduated magna cum tanooga. In 1942 he was appointed as- 
laude from Nebraska State College in sistant manager of the Little Rock 
1935 and in 1937 he received a Master’s branch, and in 1946 was made training 


supervisor of the Southeastern division, 
comprised of the District of Columbia 
and the fourteen states east of the Mis- 
sissippi River and South of the Ohio 


Degree with distinction from the Har- 
vard Graduate School of Business Ad- 
ministration. In July, 1937, he became 
assistant manager for New York Life 


in Cedar Rapids. In 1938 he was pro- River. 

moted to manager of the Worcester Arthur Lindberg joined New York 
branch, and later was manager of the’ Life in ae as an office boy in the 
Boston branch and the Philadelphia southern California branch in Los An- 
branch, two of the company’s largest geles. In 1929 he became an agent at- 


branches. He was promoted to assistant tached to that office and a year later he 
superintendent of agencies for the was appointed assistant manager. In 1939 
Southeastern division on January 1, 1947. he was promoted to manager of the 
W. Earl Manning, Jr., became asso- Arizona branch office in Phoenix. 





“T Lived Excitingly 
as a Tiger’s wife... 
het I’m glad we 

oy settled down!’ 


“I have numerous souvenirs of the days when Clif was 
playing baseball with the Detroit Tigers but the memories 
which they recall of the many people we met and the places 
to which we traveled only add to my present contentment. 
Those were wonderful and exciting times, hearing the crowd 
roar for a good play on Clif’s part, traveling around the 
country, and just being the wife of such a popular player. 
But now that we’ve settled down, I wouldn't change my life 
for anything in the world! 

When the time came to leave the baseball circuit, Clif first 
thought he would like an aeronautical career. Shortly after 
engaging in this kind of work he witnessed a demonstration of 
Minnesota Mutual’s Organized Sales Plan. Impressed with what 
he had seen and heard, Clif decided that he, too, could sell 
with the aid of this exclusive Sales Plan. His decision proved 
wise, for with the sales helps available to Minnesota Mutualities, 
Clif has made rapid progress. 

Our life is really satisfying now. The children have their 
Daddy’s companionship, Clif is happy in his chosen career, and 
we have the home of which I had dreamed so long.” 


The MINNESOTA MUTUAL 
LIFE INSURANCE CO. 


Organized 1880 





Saint Paul 1, Minn. 














Flitcraft, Inc., Makes 
Arrangement With Best 


DEAL HAS TO DO WITH SALES 





Stanley Flitcraft Continues Many Ex- 
ecutive Duties; His Brother, H. W. 
To Be a Contributing Editor 





The publishing business of Flitcraft, 
Inc., Oak Park, Ill, which is sixty years 
old, has made an arrangement with Al- 
fred M. Best Co., Inc., publishers of 
many insurance periodicals and books, 
by which the Flitcraft organization will 
have the benefit of the sales and pro- 
duction facilities of the Best organiza- 
tion. 

Discussing this arrangement Stanley 
G. Flitcraft said this week: 

Flitcraft and Best companies have 
been friendly rivals in a highly competi- 
tive field for half a century and yet 
neither organization can recall a single 
incident to mar the mutual respect and 
esteem that existed throughout this en- 
tire period. 

“Stanley Flitcraft will continue many 
of his executive activities and will con- 
centrate his efforts on the further im- 
provement of the Flitcraft publications, 
all of which will be continued. Harold 
W. Flitcraft has rejoined Flitcraft com- 
pany as a contributing editor. Present 
production schedules will be maintained 
and plans call for no immediate modifi- 
cation of these products, except those 
that may be brought about through con- 
tinued improvement. 

“The services of key Best company 
personnel will be available to Flitcraft, 
Inc., including such Best company top 
men as Alfred M. Best, Arthur Snyder, 
Edward Fitzsimmons and Walter Brock- 
haven. The benefits that will accrue to 
Flitcraft publications from the combined 
services of these experienced and highly 
trained men are obvious. From an op- 
erating standpoint many advantages will 
be realized through this sales and pro- 
duction working relationship between 
the two companies. Under the new ar- 
rangement Flitcraft, Inc., will have con- 
stantly available to it the facilities of 
the widespread national organization of 
Best company with offices. and distribu- 
tion centers in New York, Chicago, Cin- 
cinnati, Boston, Atlanta, Chattanooga 
Dallas and Los Angeles.” 


Minn. Mutual Reports 


All-Time High Total 
An all-time high total of $17,731,556 of 
new life insurance for any one month 
was written by the sales force of Min- 
nesota Mutual Life during December as 
a special tribute to Harold J. Cummings, 
president. Final tabulations showed a 
gain of $7,135,558 in new business over 
any previous President’s Month. 


Three agencies, Paul D. Williams, 
Minneapolis; Victor-Winter, St. Paul; 
and C. E. Childs, Denver, lead the coun- 


try by producing over one million dollars 
of business in each agency. Three other 
agencies wrote between five hundred 
thousand and a million dollars, seventeen 
agencies from two hundred thousand to 
five hundred thousand, and thirty agen- 
cies totaled one hundred thousand to 
two hundred thousand of new business. 


BANKERS LIFE SALES SCHOOL 

Twenty-four salesmen from sixteen 
agencies of the Bankers Life of Des 
Moines were in attendance at a senior 
sales training school at the company’s 
home office from January 5 through 9. 
The school, third in the company’s series 
of four for its agents, was under the su- 
pervision of the sales training division. 


FRANK L. BARROW DEAD 

Frank L. Barrow, 49, insurance man of 
Baton Rouge, La. died recently of a 
heart attack. Mr. Barrow was the or- 
ganizer of the Baton Rouge Life Under- 
writers’ Association and served on the 
East Baton Rouge parish police jury 
from 1936 to 1940. The deceased is sur- 
vived by his widow and a daughter. 
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9 Mutual Benefit at New Top MADE ASSISTANT MANAGER MARKS 25TH ANNIVERSARY < 
; Record in 1947 Diciheceion Kenneth D. McKenzie, who for the Herbert C. Skiff, secretary of the Now Chicago Group Manager 
; Business for 1947 . ai six months has been agency as- Phoenix Mutual ‘Life, observed his Eric Nissen has been appointed re- 
scien henakt eg thas “Regan Bom rite in the Fort Worth agency of twenty-fifth anniversary with the com- gional Group manager in Chicago for 
liminary figures of the company’s 1947 ae Prudential, has been promoted to pany this month. A graduate of Wes- Northwestern National Life with effices 
operations announced by Chairman W. assistant manager and transferred to the leyan University, Mr. Skiff joined Phoe- 1 North LaSalle. For the past fifteen 
Paul Stillman. December's new business ranch office in Lubbock. nix Mutual in the sales promotion divi- Y&#?$ Mr. Nissen has been district 
of $28,298,068 was the largest amount a : ae sion. He was named assistant secretary Group manager for the Connecticut Ger 
; ever reported in one month during the rhe Ba@hman general agency, North- in 1944 and in January, 1946, was elected eral ; D we ; ee eee 
mpany’s 103 years of operation. The Western National, Wichita, held its an- er ey Mr. Skiff is former president pe cig zoe for nine years prior 
; total new business for the year of $208,- "ual meeting recently with V. A. Heck, of the Hartford Choral Club and is now Aett “ Na eg we ep ~s Per 
382,906 was the largest since 1930, and ‘egional manager, Kansas City, as guest vice chairman of the Boy Scout council f : RB ative of Boston, he graduated 
‘ only eight times in the past has a year’s SPeaker. W. A. Bachman presided. for his district. pins ‘ . des sr my og hs ap _ = Sn ee 
4 record gone over the two hundred mil- ce in business administration. 
4 lion mark. Insurance in force now 
4 stands at the highest point in the com- 
H pany’s history—somewhat over $2,583,- 
: (00,000. 
i Mr. Stillman believes the increases can 
; be attributed both to the company’s pro- | 
sram of expanding its insurance services 
and to the stronger recognition by the l 
public of the necessity for life insurance I FAMILY INCOME RIDER ‘t 
under today’s economic conditions. He y " 
referred to the fact that during 1947 NEW ENGLANDER” 2-3-5 
the Mutual Benefit had extended its : 4 | MORTGAGE RIDER 
services in three ways: (a) by accept- --. provides term protection 
alae Posie Ah Mg (Mn ne p on for 2, 3 or 5 years, I +++ attached to any form of permanent insur- 
addition to the standard group, (b) by oy omatic conversion to our new Life | ance with premiums payable for at least 
establishing new agencies and increas- Paid-up at 85 policy. This latter policy in turn | | h co giao 
ing its sales and service personnel, and guarantees if d ong as the term of the rider, these riders 
‘ (c) by raising the limits in amount of f a conversion, if desired, to another | provide specialized coverage for the number 
: insurance accepted on individual lives. orm of permanent insurance, ] * . ; 2 
; Commenting on the increased public | of haat specified in the policy. 
acceptance of life insurance, Mr. Still- 
man said, “None of us can escape ‘the i 
fact that it isn’t as easy for us to ac- | ZA 
cumulate money as it was for our par- ' 
ents and grandparents. Higher expenses wm nmr mer er nee - - - - - - - '|! eal ie alee Aik Ne pit! min’ “ab, she et eiiat. ed “ance ih ote ed ee 
nd taxes leave us less interest on the | 
dollars we do save. It is natural, there- 
fore, for more and more people to turn | 
to life insurance as the way ve guaran- | 
teeing future income for cases and 
F their dependents.” 5-YEAR OR 10-YEAR TERM TERM TO 65 
: a . | 
: -+. provides protecti i . ‘ 
i C Gets Bill P protection for the specified num- [ -.. provides protection to age 65, with a level 
: ongress Gets Dills to ber of years (5 or 10), and is convertible or | premium during the period of It i 
Extend Veterans Insurance renewable. : othe p coverage: It is 
Re ' : | convertible to a permanent form of insurance 
a First of the flood of expected veterans ‘ : 
4 insurance bills was introduced in Con | up to insured’s age of 60. 
eress last week by Representative Wal- | 
ter B. Huber (D., Ohio). The measure 
‘i would authorize the extension of level l 
q premium term insurance privileges for a | 
second five-year period. : 
Representative Huber, a member of : 


he House Committee on Veterans’ Af- 

fairs, stated that the purpose of the bill , 
was to provide the opportunity for NSLI 

policyholders who cannot afford to con- 

vert to one of the permanent plans to 

retain their policies. He cited as ex- 

amples those veterans who are now in 

school or working under the on-the-job 


training program. Under the current 

as Sosanal Service lite 
provisions of the National Service Life Our N w T T 
Insurance Act, term policies will begin e erm eam 


expiring this year. 
Introduction of the bill was urged by 











the Veterans of Foreign Wars. Senator 
Edward J. Thye (R., Minn.) will prob | om : ; 
3 ably introduce a companion bill in the HESE term policy-contracts are designed to fit any kind from the date of issue. The Morteage Rider provides an 
Senate. ae ae ofa term problem that a life insurance man may mee x tr: : ee 
Meanwhile, two Social Security meas- ot oy MGR. , ©xtra one-sum benefit to cover an amortized mortgage in 
ures were introduced in the first week Brand new in the line-up is the Term icy whic : . i 
r > : 2 to 6S policy which -ase ; 2e 7 eS 
of the regular session of Congress. The re , I . i } ; case of such need. Either rider may be attached to the 
first, by Representative Lindley Beck in addition to the features mentioned above, includes a Term to 65 policy in addition to pe ent fi 
worth (D., Texas), would authorize the cath and lcan-<slee ah is . a i : O permanent torms. 
states to enact legislation extending old- , after payment of the second annual As of November 1, 1947, New England Mutual policy- 
age and survivors’ insurance coverage to premium. The New Englander, 2-3-5 is an improved v r ie 
ors 3 elander, 2 S 4 roved ver- acts we vised ; 1: 
state and municipal employes. pais f i er contracts were revised and improved to meet conditions 
The second was introduced by Repre- sion of the former New Englander, which was on a 1, 2 f ivi . - 
f BaP cee \ Be §' ’ » 2 of a longer-living w > new - : ea aes 
sentative Willis W. Bradley (R., Calif.), a ee oe 5 g world. The new line of contracts contain 
, — has ig PH ed - ns gar o - ae — provisions which have been expanded and liberalized to an 
: merican Legion t would amend tne The Family Income Rid * al 7 1 ££ 
der provides income a fi y 2X aad 
; Social Security Act so as to increase the J I C e fora family for even greater extent than the traditionally-liberal New Eng- 
: benefits payable to World War II vet- the balance of a stated number of years (10, 15, 20 or 25) land Mutual contracts had been during the t 104 ; 
; pas years. 


erans and their survivors, and would re- 
move the three-year limitation upon sur- 
vivors’ insurance benefits in the case of 


deceased World War II veterans. 
: It provides that any World War II N 
: veteran shall be considered to have been CW England Mutual 


paid not less than $200 of wages in each 
5 of Boston 


calendar year in which he had more than 
thirty days of active service. In the Life 

event of his death, he shall be deemed iF Ye Insurance Company | 

to have died a fully insured individual, i ii an rattan 
and to have an average monthly wage 
of not less than $160. 





George Willard Smith, President Agencies in Principal Cities Coast to Coast 
The First Mutual Life Insurance Company Chartered in America—1835 
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HIGH PRAISE FOR NEW CANADIAN 
SUPERINTENDENT 

The appointment of Robert Webster 
Warwick as Superintendent of the Do- 
minion of Canada’s Department of In- 
surance won eulogies in Canadian pub- 
lications. The Financial Post picked 
him as its chief man of the week, with 
a large picture under the headline, 


“Watchdog of Insurance.” The Ottawa 


Citizen called him a “top flight civil ser- 
vant,” saying: 

“Since 1875 when the Canadian gov- 
ernment established its system of super- 
vision over all licensed insurance com- 
panies in the Dominion not a life insur- 
ance company in Canada _ has failed. 
Initial credit for the record—unparal- 
lelled—is due to the man who set up the 
system in the first place, Professor J. B. 
Cherriman who for twenty years pre- 
viously had been professor of mathema- 
tics and applied science at Toronto Uni- 
versity.” 

However, Ottawa Citizen says that a 
considerable part of the success of Do- 
minion supervision is attributable in no 
small part to G. D. Finlayson who has 
now retired from the Insurance Depart- 
ment after serving it since 1914. Dis- 
cussing his career Ottawa Citizen says: 

A Nova Scotian and a graduate of 
Pictou Academy and Dalhousie Univer- 
sity, Mr. Finlayson has spent his entire 
life in the department since arriving in 
Ottawa in 1907 at the age of 24. During 
that time Canada has witnessed a vast 
expansion in its business and commer- 
cial life, the founding and development 
of numerous life, fire, casualty, trust and 
loan companies and small loan compa- 
nies, over which the insurance depart- 
ment exercises supervision. In the forty 
years of Mr. Finlayson’s administration, 
the department’s staff has grown from 
half a dozen to nearly sixty. 

A modest, unassuming individual, es- 
sentially conservative in his outlook, Mr. 
Finlayson has enjoyed life-long respect 
and confidence in political as well as 
business circles. It is not too much to 
say, in fact, that in his integrity and out- 
standing ability he typifies the highest 
tradition in Canada’s civil service. In 
his retirement he will no doubt have 
time to indulge to the full his hobbies 
of gardening, reading and walks in the 
country. 

Superintendent Warwick is a graduate 
of Queen’s University and an associate 
member of the Actuarial Society of 
America. He was former chief admin- 
istrative assistant in the Dominion de- 





partment of insurance. He is an associ- 
ate of Actuarial Society of America and 
is an enthusiastic golfer and curler. 


EDGEWATER BEACH HOTEL 

After columns had been printed in 
Chicago and hotel papers about “the 
sale of the Edgewater Beach Hotel, 
Chicago, for $6,000,000” to a group of 
capitalists the deal is now off. A letter 
from an authoritative source in Chi- 
cago Says: 

We are happy to announce that the 
sale of Edgewater Beach Hotel was not 
consummated. The group which was try- 
ing to buy the hotel was not able to 
produce satisfactory financing; so it 
looks for the present and maybe for 
a considerable time that the Edgewater 
Beach Hotel organization will remain 
intact to meet and care for our many 
friends. 

All of this is good news for insurance 
men as there have been more insurance 
conventions at Edgewater Beach Hotel 
than in any hotel in the West. Further- 
more, William M. Dewey, president of 
the Edgewater Beach Hotel, has par- 
ticularly gone out of his way for years 
in extending courtesies to members of 
the insurance fraternity. 


Jean Wilson, Eastern editor of Chi- 
cago Journal of Commerce, and who 
among other duties has been chief cor- 
respondent of that paper here for insur- 
ance news, will hereafter have as her 
address 63 Park Row, New York. As 
a result of the merger of Chicago Jour- 
nal of Commerce with the New York 
Journal of Commerce the latter’s insur- 
ance department is now handling the 
regular insurance,coverage for the Chi- 
cago paper. Miss Wilson will have 
plenty to do with the regular run of 
business and financial news. 

“a 

Harold W. Pond has succeeded W. 
Howard Wiseman as manager of the 
Canada Life’s branch in Birmingham, 
England. Mr. Wiseman joined company 
in 1931. W. Black has been appointed 
branch manager in Newcastle, England. 

* * * 


Francis F. Ludolph has been reelected 
secretary-treasurer of the San Antonio 
Insurance Exchange for the thirty-fifth 
consecutive year and was given a sub- 
stantial bonus. Mr. Ludolph and W. L. 
Stiles are the only two living members 
of the original eight men who met in 
December, 1913, to organize the insur- 
ance exchange. Since then the member- 
ship has grown to more than 200 fire 
and casualty insurance men of San An- 
tonio. At meetings of the National As- 
sociation of Insurance Agents he often 
plays the piano for Big Bill Calhoun of 
Milwaukee to lead the group singing. 





E. M. McConney, president, Bankers Life of Des Moines, received his second 
honorary citizenship within a year when he was presented with a certificate making 
him an honorary citizen of Huntington, West Virginia. Pictured above are (left to 
right): Pryce M. Haynes, agency manager; D. Sterling Diddle, president of the 
Huntington Chamber of Commerce; Mayor Douglas C. Tomkies; President McCon- 
ney; Dan L. Donahue, one of the agency’s top producers; and Pat R. Haynes, 
agency supervisor. President McConney early in 1947 was made an _ honorary 


citizen of Texas. 





Charles F. Collins, agency secretary 
of New England Mutual Life, has been 
re-elected to the board of trustees of 
Boston University. Mr. Collins, who was 
graduated from B. U. in 1912, is a past 
president of the Boston University 
Alumni Association, a past president of 
the Harvard Business School Alumni 
Association and a former national presi- 
dent of Sigma Alpha Epsilon fraternity. 

mR Se ae 


O. J. Davis, secretary of National Life 
and Accident, Nashville, is chairman 
of the 1948 Red Cross Campaign in 
Nashville and Davidson County. 

a 


George W. Blomgren, executive secre- 
tary of the Minnesota Association of 
Insurance Agents, will attend the meet- 
ing of executive secretaries of state asso- 
ciations and local boards at New Orleans 
late in January. 

a ae: 


Emil E. Brill, vice president, General 
American Life, St. Louis, was recently 
advanced to second vice president of the 
Sales Managers Bureau of the St. Louis 
Chamber of Commerce. He served the 
bureau as its treasurer the past year. 

1. 


F. F. White, secretary of the National 
Fire of Hartford, on January 8 com- 
pleted twenty-five years of service with 
the group. A native of Temple, Texas, 
he engaged in local agency, adjusting 
and field work in the South-West early 
in his career. He joined the National as 
special agent in Baltimore and in 1931 
was promoted to be state agent there. 
Mr. White was made superintendent of 
the loss and reinsurance departments in 
Hartford in 1937 and in 1945 was elected 
an assistant secretary. His advancement 
to secretary of the fire companies came 


in 1947, 


* * * 


Mary Wickersham Williams, daughter 
of Mr. and Mrs. Wheaton A. Williams, 
Minneapolis, is engaged to be married to 
George Bennett Parsons, also of Min- 
neapolis. Mr. Williams, father of the 
bride-to-be, is executive vice president 
of the Fred L. Gray Co., Minneapolis 
general agency, and is president of the 
National Association of Casualty & 
Surety Agents. 

x * 


H. P. Youman, manager of the You- 
man Insurance Agency in Nederland, 
Tex., is the new president of the Neder- 
land Chamber of Commerce. 


Clyde B. Smith, former president, Na- 
tional Association of Insurance Agents, 
who has been confined to St. Lawrence 
Hospital in Lansing, Mich., for four 
weeks, is recuperating slowly following 
an operation. His condition is reported 
by hospital authorities as “good” but he 
is not being permitted visitors. Two 
weeks ago, Mrs. Smith had the misfor- 
tune to slip on the ice on the front 
porch of their home, falling and frac- 
turing her left arm. 

* * * 


Ruth Cary Bielaski, daughter of Mrs. 
Rosalyn Calais Bielaski of Washington, 
D. C. and Frederick Bielaski of Mexico 
City, is to be married to Lieutenant 
Commander Frank Henry Baisley, USN, 
of Washington and Jamestown, R. I. 
Miss Bielaski is a niece of A. Bruce 
Bielaski, assistant general manager of 
the National Board of Fire Underwriters. 
She attended the Hammond Hall School 
in Los Angeles, Holton Arms School in 
New York and Smith College. She is a 
member of the Junior League of Wash- 
ington. The prospective bridegroom is a 
graduate of the University of Virginia. 

x * x 


Robert F. Woerner, vice president of 
the James Johnston Agency, Inc., of 
Rochester, N. Y., was last week elected 
potentate of Damascus Temple of the 
Shrine at the annual meeting held in 
Rochester. A life-long resident of that 
city Mr. Woerner became a member of 
Damascus Temple in 1922. He is also a 
member of the Rochester Club, the Ad 
Club and the Loyal Order of Moose. 


* * * 


Thomas C. Bradley, of Metropolitan 
Life has accepted the chairmanship of 
the employe cooperation section of the 
Greater New York 1948 March of Dimes, 
Commerce and Industry Section, accord- 
ing to an announcement by Robert W. 
Dowling, president of the City Invest- 
ing Corp., and Commerce and Industry 
chairman, and Lee Thompson Smith, 
citywide chairman. 

* * x 


Dwight L. Clarke, president, Occi- 
dental Life of California, and Aubrey 
Harwood, vice president and general 
counsel, Pacific Mutual, were elected 
members of the board of directors of the 
Los Angeles Chamber of Commerce. 


a ae 
Wallace Falvey, president of Massa- 


chusetts Bonding, has returned from 
Florida. 
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Three Leading Peruvian Insurance 
Companies 


Three leading Peruvian insurance 
companies and the personalities direct- 
ing them are described in an article 
received this week from Clara Baldwin, 
correspondent for The Eastern Under- 
writer, who is now in South America 
and who is making an extended trip 
around the world. The International, 
“Rimac” and “Atlas,” each of which 
is over fifty years old, are reviewed by 
Miss Baldwin as follows: 

The first Peruvian insurance company 
was founded on July 25, 1895, the Com- 
pania Internacional de Seguros del Peru. 
Sr. Enrique Barreda was the first presi- 
dent of the board and Sr. Francisco 
Perez de Velasco the first administrator. 

Prior to founding of the International 
insurance in Peru had been handled by 
agents who were operating for and 
through foreign companies. 

From the time of its founding Inter- 
national has written both fire and ma- 
rine insurance, the two major lines of 
insurance coverage in Peru even today, 
though as needs have expanded and 
the company has grown other lines have 
been added until at present International 
is writing most general lines of insur- 
ance available in Peru, including life. 
In 1903 life benefits for employes were 
added to the coverage, with automobile 
insurance added in 1918, personal acci- 
dent in 1925, workmen’s compensation 
in 1926, insurance of animals in 1944 and 
straight life, the last one, in 1946. 

Adrian G. Anderson, who is the pres- 
ent managing director of the company, 
is a native of Peru, having been born 
in Trujillo on January 11, 1880. He was 
educated at the Colegio Nacional de 
Nuestra Senora de Guadalupe, but he 
had come to Lima to live at the age 
of five. He started his business career 
at the age of 17 with the firm of C. M. 
Schroeder, an importer of agricultural 
and industrial machinery. 

Three years after that, or in 1900, Mr. 
Anderson entered the International in- 
surance organization as an_ assistant 
cashier. For the next twenty-odd years 
he served in various capacities in all de- 
partments of the company, thus acquir- 
ing a thorough knowledge of the busi- 
ness. In 1923, in recognition of his serv- 
ice to the company, the directors con- 
ferred on him a power of attorney, 
which carried with it authorization to 
act in official capacity for the company. 

In 1933 he became the gerente, or 
manager. At the time Mr. Anderson 
took the position of manager the capital 
standing of International was S/1,000,000 
and the company reserves were S/1,193,- 
995. During the thirteen years of his 
managership the capital standing was 
raised to S/1,500,000 and the reserves to 
S/3,336,514. 

In 1945, which was the fiftieth anni- 
versary year for the International, Mr. 
Anderson was appointed managing di- 
rector for the company and J. Tagle 


Buenano, also a native Peruvian, took 
the post as manager, having been pre- 











viously sub-gerente or assistant mana- 
ger along with T. M. Cantuarias. 

Mr. Tagle has been with the Interna- 
tional for twenty years, and went to the 
company with previous experience in the 
insurance industry, since he had been 
connected with an insurance agency in 
Argentina. 

The following year, 1946, the com- 
pany’s financial position had increased 
even further with a total of capital and 
reserves by the end of that year stand- 
ing at S/6,279,309. The figure for 1947 
has not yet been completed but indica- 
tions are that it will be still greater. 

The Compania Internacional de Se- 
guros del Peru owns considerable prop- 
erty in Lima, including its present office 
building located on Calle San Jose and 
sixteen other buildings. Also at the 
present time it has a new building under 
construction which when completed will 
house the company offices. Aside from 
these the company owns properties in 
Chorrillos and in La Punta. 

* * x 
“Rimac” Means Senor Don 
Santiago Acuna 

La Compania de Seguros “Rimac,” the 
second insurance company to be founded 
in Peru, celebrated its fiftieth anniver- 
sary on September 3, 1946. At the same 
time the present director, or president of 
the company, Don Santiago Acuna, also 
celebrated his fiftieth year of service for 
the company. Today Mr. Acuna stands 
not only at the head of the “Rimac” 
company, but as the dean of insurance 
for Peru and the president of the Comite 
de Aseguradores del Peru, an organiza- 
tion composed of the managers from all 
the insurance companies of Peru. 

Mr. Acuna was born in Lima on May 
23, 1876, and was educated at the Co!e- 
gio de Guadalupe. When he was seven- 
teen he joined the firm of Thomas Daw- 
son and Co., an agency for a number of 
English insurance companies. In 1896, 
when “Rimac” was founded, Mr. Acuna 
started there as a clerk. He served in 
first one position and then another 
through the various departments, learn- 
ing the whole business thoroughly but 
at the same time contributing something 
to each department. By 1902 he was 
made sub-gerente or assistant manager 
and in 1908 became full manager. 

He held the title as manager, actually 
in our terminology a position compara- 
ble to that of company president, for 
the next twenty years and in 1928 be- 
came managing director, the position he 
holds today. 

Aside from his position with insur- 
ance and the “Rimac” company, Mr. 
Acuna is one of the economic and fi- 
nancial leaders of Lima, and as such of 
all Peru. Among those companies and 
organizations with which he has been 
associated or is associated today are la 
Camara de Comercio de Lima, of which 
he is vice president; la Beneficencia 
Publica de Lima; la Compania Admin- 
istradora del Guano; la Compania Per- 
uana de Telefonos; la Compania Na- 
cional de Recaudacion; la Junta Depura- 





dora del Creditos del Estado; la Munici- 
palidad de Lima; el Rotary Club de 
Lima; the Faucett airline, and the Com- 
pania de Almacenes Generales. Also he 
was one of the founders of the Peruvian 
Broadcasting Co., the first in this coun- 
try, which is now out of existence. 

Mr. Acuna is fond of horses and raises 
his own race horses as well as saddle 
horses. Horse racing is one of the 
principal social events of Peru and Mr. 
Acuna has owned several derby win- 
ners. He personally owns considerable 
propérty, including cotton lands. 

Two of Mr. Acuna’s sons are follow- 
ing in his footsteps, in that both be- 
long to the “Rimac” organization. One 
holds the position as manager of the 
life department, the other manager of 
general lines. 

For comparison as to the growth of 
the “Rimac” company, in 1897 its capital 
and reserves were S/282,630.41 and at 
the close of 1946 they were S/13,090,711. 

At the time this company was founded, 
as with International, it wrote only fire 
and marine insurance. Other branches 
have been added through the year, with 
life insurance added to the line in 1928. 
Prior to writing life insurance, “Rimac” 
made a study of the existing mortality 
tebles and as a result of their studies 
offered their policyholders more liberal 
conditions and premiums than were be- 
ing offered at that time. 

The first director-gerente of the com- 
pany was Calixto Pfeiffer, who remained 
in office until 1908 at which time Mr. 
Acuna took the position as manager. 

“Rimac” owns considerable property, 
numbering something like twenty pub- 
lic buildings, including the palace lo 
cated on el Paseo de la Republica, one 
of the show places of Lima, besides a 
number of houses for employes. A 
handsome new office building for the 
company is under construction on the 
corner of Carabaya and Ayacucho. 
ts * « 


“Atlas” Peru 


The third insurance company to be 
founded in Peru followed close on the 
heels of the second, being founded in 
the same month of the same year, Sep- 
tember, 1896, but on the twenty-fifth 
day. This was the Compania de Seguros 
“Atlas,” organized by the Italian colony 
of Lima, with A. Federico Ferraro as 
president of the directors, or in our 
\merican system the position corres- 
ponding to that of chairman of the 
board. Juan J. Figari was the first ger- 
ente or manager, a position similar to 
that of president of the company in the 
States. ; 

Today the board of directors consists 
of Severino Marionelli as president, Car- 
los Costa as vice president, Cesar E. 
Barrios, Gustave Berckmeyer, P. Lizan- 
dro Ferraro, Ing. Eugnio A. Isola, Ern- 
esto Magnani, Dr. Daniel Olaechea, 
Roberto Piazza and Roberto Tode. 
Omero Orlandini is today and has been 
for the past seventeen years, gerente. 
Felix Bohringer is the actuary for the 
company, having recently come to the 
organization to serve in that capacity 
from Switzerland. 

Mr. Orlandini has a long history in 
the insurance business. He came to 
“Atlas” as manager from the General 
Insurance Co. of Venice, Rome, and 
Triste, the Assicurazioni Generali- 
Trieste, where he had served for about 
twenty years. At the time he joined the 
Atlas, Mr. Orlandini held an official 
position for the General, being author- 
ized with the power-of-attorney. 

Mr. Orlandini was born in Venice, 
Italy, and received his schooling there. 
Being from Venice, the sea has a special 
fascination for him. He is a great sports- 
man, but his favorite sport and pastime 
is sailing. He owns his own sailboat 
and is treasurer of the yacht club. He 
enjoys swimming, also, usually going over 
to the island where he has the beach and 
the waters to himself. 

His interest for the sea carries over 
into his insurance business, for though 
Atlas is writing all lines of insurance 
that are being offered in Peru, at the 
same time he is specializing in the field 
of marine insurance. He feels there 





more than in any other branch that 
each policy is a new problem, for each 
ship which puts out to sea with her 
cargo is an individual case. 

When Mr. Orlandini joined Atlas as 
its manager in 1930 Lima had a popula- 
tion of around a quarter million; today 
that figure stands at close to one million. 
Atlas was writing something like 1,000,- 
000 soles of insurance in 1930; today 
about 8,000,000. There was little com- 
merce at that time and the business was 
still not well developed, though the At- 
las organization had erected the first 
large building in Lima back as early as 
1923. That is the building which stands 
at the corner of Carabaya and Ayacucho. 
It is occupied today by the company 
offices, as well as the National City Bank 
of New York, with the upper floors 
rented as individual offices to smaller 
concerns. The company has expanded 
its building program so that at the pres- 
ent time Atlas owns nine large buildings 
in Lima. 

This company has fifty-eight employes 
and employe agents, besides using the 
services of independent brokers. It has 
branch offices in Arequipa and in Chic- 
layo, though recently Arequipa has es- 
tablished its own insurance company. In 
1930 agents’ commissions, as paid by 
Atlas, amounted to 2,000 soles; while to- 
day that figure has been increased to 
40,000 soles per year. 

The Atlas company operates as an up- 
to-date organization, using the same 
modern methods employed in other parts 
of the world. By the end of 1947, the 
company had something like 15,000,000 
soles of capital and reserve. The clos- 
ing figure for 1946 was 12,542,699 and 
that figure has been increased consid- 
erably. 

This company is at present pioneering 
with theft insurance, and has prepared 
three new policies for additional lines 
of coverage, namely civil liability, air 
passenger, and burglary, which are be- 
ing studied now by the Peruvian Super- 
intendent of Banks and Insurance, Vic- 
tor Figari. This action follows the gen- 
eral policy of Atlas, as that company is 
constantly striving to increase its lines 
of coverage. In that connection Atlas 
was the first company to introduce auto- 
mobile insurance to Peru. 

* * « 


New York’s Safety Slogan 
New York City, which has gone along 
for 284 years without a safety slogan, 

has one today. : 
The slogan, proposed by the Greater 


by Mayor O’Dwyer, is “Greater Safety 
for Greater New York.” It comes during 
the fiftieth anniversary year of the con- 
solidation of the five-borough greater 
city. 

Frank L. Jones, president of the 
Safety Council, former vice president of 
the Equitable Society, said the slogan 
had evolved from “a general discussion” 
among the committee for New York’s 
eighteenth annual safety convention and 
exposition, which will be held at the 
Hotel Pennsylvania for four days start- 
ing April 13. 

“It was agreed that the convention 
slogan should have a specific local ap- 
plication,” explained Mr. Jones. “Some- 
one mentioned that New York’s accident 
fatality rate has been dropping in the 
face of a national increase. It was felt 
this was fine, but we should all strive 
for even greater safety. 

“Someone else touched on the fiftieth 
anniversary of Greater New York City,” 
Mr. Jones continued. “All at once, there 
was our slogan—a natural. We thought 
it was too good to use only for the con- 
vention, so we sent it along to the 
Mayor.” 

Mr. Jones made public the following 
reply sent by Mayor O’Dwyer to the 
Safety Council: 

“Once again, New York City’s acci- 
dent death rate is well below the na- 
tional average. We are, of course, proud 
of this, particularly since our city is so 
complex and so highly mechanized. How- 
ever, the slogan ‘Greater Safety for 


(Continued on Page 34) 
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Lane AFIA President; 
Many Promotions Made 


OFFICE IN CHICAGO OPENED 
Pither Supervises Branch Serving Pro- 
ducers in Mid-West; O’Brien Is 
Made Controller 


O. E. Lane, chairman of the board of 
the Fire Association of Philadelphia, 
was elected president of the American 
Foreign Insurance Association last 
week. He succeeds Paul B. Sommers, 
presicent of the American of Newark. 
Harold V. Smith, president of the Home 
of New York, and W. Ross McCain, 
president of the Aetna Fire, were elected 
first and second vice presidents respec- 
tively. 

General Manager Ugo E. Guerrini an- 
nounces opening of a Chicago office in 
the Insurance Exchange Building, 175 
W. Jackson Boulevard, Chicago, under 
supervision of Allan L. Pither. Mr. 
Pither has been in the brokerage depart- 
ment in New York for a year, and prior 
to his joining the association he was in 
the insurance department of the Ameri- 
can Home Products Corp. With the 
naan of this office the AFIA con- 
tinues its expansion program in the 
United States. The Chicago office will 
serve agents and brokers in the Mid- 
West with respect to fire, marine, casu- 
alty and allied lines covering in foreign 
countries. 

Five Promotions 

J. F. O'Brien, formerly chief accoun- 
tant, becomes controller. Mr. O’Brien 
is temporarily stationed at Santiago, 
Chile, supervising the activities of the 
association’s American and national com- 
panies registered and operating in the 
country. 

George Morvan becomes chief accoun- 
tant. He joined the association in May, 
1920, after serving the First World War 
with the 77th Division. In 1946 he 
visited the offices of the association in 
China, Japan and the Philippine Islands. 

Harold Rankin becomes fire under- 
writer. He joined the association in 
April, 1922, after several years with the 
Federal Reserve Bank of New York. 

John Loughrey and A. J. Terhune be- 
come assistant fire underwriters. Both 
men have been in the fire underwriting 
department of the association for more 
than twenty-two years. Mr. Terhune 
served as a lieutenant in the Aleutian 
Island during the last World War. After 
completing his Army services he visited 
the London and European branches of 
the association. 


Braniff Loses Daughter 


Mrs. Alex W. Terrell, daughter of Mr. 
and Mrs. T. E. Braniff, died January 9 
in Dallas, Tex., of heart trouble follow- 
ing a six weeks’ illness. Formerly Miss 
Jeanne Braniff, she was born in Okla- 
homa City in 1914 and spent most of 
her early life in that city, previous to 
removing to Dallas. T. E. Braniff, presi- 
dent of T. E. Braniff Co., one of the 
largest insurance agencies of Oklahoma 
City, and also president of Braniff Air- 
ways, is a leading factor in the Braniff 
Building Foundation of that city. The 
death of his daughter leaves Mr. Braniff 
childless as his only son, Thurman, lost 
his life in a plane crash at Wiley Post 
airport. 


N. Y. C. Pond Meets Tonight 
New York City Pond of Blue Goose 
will hold its first dinner meeting of 1948 
this evening at Miller’s Restaurant in 
New York City. Most Loyal Gander 


Gilbert A. Dietrich will preside. 


Entries Being Received 
For Gold Medal Awards 


OFFERED BY NATIONAL BOARD 





Awards Given to Daily and Weekly 
Newspaper and Radio Station for 
Distinguished Public Service 





Entries are now being received in 
the annual Gold Medal Awards for dis- 
tinguished public service in fire preven- 
tion, the National Board of Fire Un- 
derwriters announces. Each year since 
1941 the National Board has awarded 
a gold medal or $500 cash to the daily 
newspaper and the radio stations whose 
public service efforts in fire safety have 
contributed most to the betterment of 
its community. Last year a similar award 
for weekly newspapers was inaugurated. 

In 1947 the gold medal for daily papers 
went to the Chicago Sun for its cam- 
paign against hotel fire hazards follow- 
ing the La Salle Hotel disaster in June, 
1946. The winning weekly paper was the 
Moberly, Mo., Message, for its success- 
ful three year campaign for improved 
fire protection that raised the fire safety 
classification of its city. The radio award 
went to Station WTIC, Hartford, for 
its year-around fire prevention programs. 

A brochure and entry blank is being 
mailed to every newspaper and radio 
station in the U. S. However, papers 
and stations may be nominated for the 
awards by chambers of commerce, safe- 
ty councils, fire chiefs or local insurance 
boards, all of whom are receiving entry 
blanks. All entries should be accom- 
pained by exhibits such as scrapbooks 
containing clippings, photographs, letters 
of commendation, scripts, recordings and 
other evidences of public service. Closing 
date is February 29. 


Lawton and Harrington 
Aetna Special Agents 


John B. Lawton and Peter B. Har- 
rington have been appointed special 
agents in the Atlantic marine depart- 
ment, it is announced by Vice President 
G. G. Quirk of the Aetna Insurance 
Group. Mr. Lawton joined the Aetna in 
May, 1946, after having been employed 
for five years by one of the larger New 
York insurance companies as an inland 
marine underwriter. 

Mr. Harrington is a native of Hart- 
ford and a graduate of the ne 
of Pennsylvania. He has been with the 
Aetna since 1943, first as a junior under- 
writer and later as inland marine under- 
writer. 

Messrs. Lawton and Harrington will 
make their headquarters at 425 Walnut 
Street, Philadelphia, and will be work- 
ing in association with Marine Manager 


W. J. Horner. 





L. S. Gregory Advanced 
By Fireman’s Fund Cos. 


HEADS PACIFIC FIRE DEPT. 





Donahoe, Kingsley, Brady and Lett Ap- 
pointed Agency Superintendents in 
the Western Fields 





Fireman’s Fund Group has announced 
that L. S. Gregory, assistant vice presi- 
dent, has been placed in immediate 
charge of its Pacific Coast fire depart- 
ment. In his new duties he will relieve 
Vice President Raymond L. Ellis of 
many of his former responsibilities in 
connection with the companies’ fire op- 
erations, allowing Mr. Ellis to devote 
more of his time to executive duties and 
to the further development of the 
group’s casualty and surety business. 

Frank L. Donahoe and Philip F. 
Kingsley have been appointed agency 
superintendents. Mr. Donahoe will have 
senior underwriting responsibility for 
the entire Pacific Coast department of 
the companies’ fire operations and Mr. 
Kingsley’s new duties will include pro- 
duction and development activities in the 
same area. Both men will be given ad- 
ditional executive assignments under 
Mr. Gregory. 

Brady and Lett 

Frank J. Brady and Glenn F. Lett 
have also been appointed agency super- 
intendents. Mr. Brady is now assistant 
chief underwriter and will have under- 
writing supervision over the Mountain 
States territory, which will include 
Wyoming, Colorado, New Mexico, Mon- 
tana, Utah and southern Idaho, and 
Hawaii. Mr. Lett, at present state agent 
for Oregon, will supervise the fire busi- 
ness for the companies in the Pacific 
Northwest. 

Mr. Gregory is one of the Pacific 
Coast’s leading insurance executives and 
has spent all of his business life with 
Fireman’s Fund. He joined that com- 
pany in 1910 and advanced to his present 
position from various underwriting as- 
signments to field work and back to the 
head office as assistant secretary in 1930. 
In 1937 he was promoted to assistant 
vice president. Mr. Gregory’s continu- 
ous service with Fireman’s Fund was 
broken during World War I when he 
joined the armed forces and saw much 
action as a company commander with 
the Ninety-first Div Division in France. 


Pray Goes to New England 
For Fire Ass’n Group 


Frank H. Thomas, president of the 
Fire Association and affiliated compan- 
ies, announces appointment of Samuel 
W. Pray as special agent in the east- 
ern Massachusetts aid Rhode Island 
fields where he will be associated with 
Frederick L. Michel, special agent in 
charge. 

Mr. Pray, a former major on the 
Third Army Staff, joined the Fire Asso- 
ciation at the close of the war as a 
member of the field training class. Upon 
graduation he was assigned to the New 
York branch office where he was active 
in the underwriting of ocean and inland 
marine business. He will make his head- 
quarters with Mr. Michel at 40 Broad 
Street, Boston. 
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Federal Crop Premiums 
Top Losses in 1947 


CORN EXPERIENCE WAS POOR 


Wheat, Cotton, Flax and Tobacco Re- 
sults Favorable Anderson Says; 
Outlines Plans for 1948 
In a special report to Congress on 
Federal crop insurance operations in 
1947, Secretary of Agriculture Clinton P. 
Anderson says that the Federal Crop 
Insurance Corporation for the first time 
has achieved a substantial accumulation 
of premium reserves in excess of losses 

paid. 

“The 1947 experience of the FCIC in- 
dicates that real progress is being made 
in developing Federal crop insurance,’ 
Secretary Anderson said. “While this is 
the first year that total crop insurance 
premiums have exceeded losses paid on 
all insured commodities, the favorable 
margin is large enough to indicate pro- 
gram improvement as well as generally 
favorable crop seasons. 

“T know that this report of experience 
will be encouraging to participating 
farmers because it is in effect a report 
of their progress toward building sound 
crop insurance protection for the nation’s 
farmers.” 


$15,000,000 Reserves After Losses 


While the report pointed out that loss 
adjustments are not yet complete on 
cotton, corn and tobacco, it revealed 
that premiums can be expected to exceed 
losses paid to insured farmers by about 
$15,000,000. This substantial accumula- 
tion of premium reserves (premiums 
are used only to pay losses) results from 
favorable experience in four of the 
five commodities insured, wheat, cotton, 
flax, and tobacco. Due to the poor crop 
year corn losses were considerably in 
excess of premiums. 

This is the third straight year in which 
premiums have exceeded losses in both 
wheat and tobacco. Flax shows two 
favorable years out of the three years 
that it has been offered. The wheat 
program, after eight years of operation, 
has recovered much of the deficit which 
was incurred during the early experi- 
mental years. 

In 1948 Federal crop insurance can be 
offered in only 200 counties on wheat, 
fifty-six counties on cotton, and fifty 
counties on flax. This protection had 
been offered on a national basis on these 
crops. Some counties are being added 
in corn and tobacco insurance which 
completed trial periods of the three 
years in 1947 when this protection wa 
offered in nineteen counties on each 
commodity. 

Farmers in the designated counties 
will have an opportunity to apply for 
protection on cotton, flax, corn, tobacco 
and spring wheat crops during the next 
few months. 





Knapp Joins Eastern 
Department of St. Paul 


George W. Coward, manager of the 
Eastern department in New York City 
of the St. Paul companies, has an- 
nounce addition of Charles W. Knapp, 
Jr. to the staff as a fire underwriter. 
Mr. Knapp started his insurance career 
with the firm of Zweig, Smith & Co. 
where he was employed for a number of 
years and subsequently was with White 
& Camby when he left to join the armed 
forces. Upon his discharge from the 
service he associated himself with the 
American of Newark where he has been 
for the past three and a half years. 


MEHORTER ON COMMITTEE 


President Ronald R. Martin of the 
New York Board of Fire Underwriters 
has appointed Samuel A. Mehorter of 
McDaniel & Company to the commit- 
tee on electricity to fill the vacancy 
created by the retirement of John E. 
Peace. 
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Commission Reductions Affect Auto 
Rate Changes Made in Canada 


following announcement of changes 
in automobile insurance raes in Ontario, 
revisions are now announced for other 
Canadian provinces. Changes in Quebec, 
as announced by the Canadian Under- 
writers Association, include reductions 
of rates in some categories, increases in 
others, while still some remain un- 
ch: inged. 

fhe CUA annonucement refers to the 
question of reduced agents’ commissions 
in this way: “Due to reduced commis- 
sion payable to agents, the companies 
have been able to adopt a revised rating 
oneal which results in the insuring 
public benefitting to an extent greater 
than the actual reduction in commission. 
\ reduction in the scale of agents’ com- 


mission of 5% with respect to com- 
mercial vehicles as a whole, together 


with the adoption of a higher loss fac- 
tor, means a reduction of 9% in the 
-ost of insurance on commercial vehicles. 
This saving is reflected in the above 
rate adjustments.” 


Increases and Decreases in Quebec 


The official announcement is as fol- 
lows: ; 

In Quebec, for private passenger 
automobiles, there are no changes in 


L. and PF: Dy in 
Montreal city and island, Isle Jesus, 
Isle Perrot, Isle Bizard, Laprairie, St. 
Lambert, Montreal South, Longueuil, 
Quebec City and Levis. 

~ Rates for collision have increased 10% 
on the $25 deductible and 20% on the 
$50 and $100 deductible in the above 
territory. 

In the remainder of the province P. 
L. and P. D. premiums have been re- 
duced by 10%, collision $25 and $50 
deductible increased by 20%, collision 
$100 deductible increased by 25% and 
fire and theft increased by 20%. 

With respect to commercial vehicles, 
change in rates for certain types in the 
territory comprised of Montreal city 
and island, Isle Jesus, Isle Perrot, 
Laprairie, St. Lambert, Montreal South, 
Longueuil, Quebec City and Levis are 
as follows: public liability and property 
damage, increased by approximately 
14%; collision, increased by approxi- 
mately 9%; fire and theft, decreased 
by ‘approximately 9%. 

In the remainder of the 
firé-and theft rates have been reduced 
by approximately 18%. Hotel, golf and 
country club automobile and garage risks 
get a 9% reduction throughout the whole 
province, 


the rates for P. 


province, 


Nova Scotia 


In Nova Scotia, no changes have been 
made on commercial vehicles but in New 
Brunswick fire and theft rates have been 
cut by 20%; P. L. and P. D. rates in- 
creased by 10% and collision rates upped 
25%. In Prince Edward Island fire and 
theft rates have been cut by 20%, P. I 


and P. D. rates raised 10%and wisn 
rates increased 20%. These figures for 
New Brunswick and Prince Edward 


Island apply to commercial vehicles. 
Insofar as passenger cars are 
cerned, fire and theft rates in New 
Brunswick have been cut by 20% and 
the $25 deductible collision rates in- 
creased by 10%; with the $50 and $100 
deductible collision rates upped 20%. In 
Prince Edward Island, $25 deductible 
collision rates have gained 10%, and 
the $50 and $100 deductible 20%. Similar 
changes for passenger cars rates, also, 

have been made in Nova Scotia. 


con- 


Independents Lower Commissions 


The Independent Automobile Insur- 
ance Conference has taken steps similar 
to that announced by the Canadian Un- 
derwriters Association in reducing com- 
mission rates payable to agents. The 
conference states that two motives are 
behind the change, viz. (1) Lack of 
any desire at this time to make any 


substantial upward revision in premium 
rates and (2) the extremely unfavorable 
loss experience. 

Agents of companies affiliated with the 
conference have received the new rate 
cards, and these show that with respect 
to commercial vehicles, the rate will be 
20% for garage risks and non-ownership 
risks; sand and gravel trucks, cartage 
trucks beyond the 25-mile limit, any 
policies issued covering public commer- 
cial vehicles, 15%; fleet risks of all 
classes (except as specified below), 15%: 
busses and _ transports, 714%; _ taxis, 
7%. 

Expect Action in Manitoba 

In sympathy with similar moves in 
eastern Canada, Manitoba insurance 
companies are expected, shortly, to an- 
nounce a stiffening in automobile pre- 
mium rates. Changes, it is said, may be 
expected within a month or two. 

At the moment, the Western Canada 
Independent Automobile Insurance Con- 
ference is known to be studying the 
question in an effort to determine just 
what changes should be made. It is 
known, for one thing, that increases are 
being contemplated for fire, collision and 
theft premiums due to rising repair 
costs and the higher accident frequency. 
Insofar as the Winnipeg area is con- 
cerned, collision rates will be advanced, 
but there will some alleviation in rates 
charged for fire, theft, public liability 
and property damage. 


S. R. CLAUSEN =N ADVANCED 


Appointed Assistant Secretary of North- 
ern Assurance Group; Specialist 
in Inland Marine 

E. D. Patton, U. S. manager of the 
Northern Assurance Group, announces 
promotion of Stanley R. Clausen to 
assistant secretary. Mr. Clausen entered 
insurance in 1923 in the Western de- 
partment of the American Eagle. His 
first years in insurance were devoted 
to the fire and automobile department. 
Later he became an inland marine un- 
derwriter and was transferred to the 
field as an inland marine special agent 

In May, 1937, Mr. Clausen left the 
America Fore Group to become affiliated 
with the Northern Assurance as an in- 
land marine special agent, handling 
several of the mid-western states. For 
the past eight years Mr. Clausen has 
been assistant superintendent of the 
company’s inland marine department. 

Mr. Clausen will continue his duties 
in connection with the inland marine 
department under the supervision of 
Secretary Howard C. Stocker. 


L. M. Fessenden Advanced 
By the National Liberty 


The National Liberty announces that 
Laurence M. Fessenden, special agent 
in Boston, has been appointed assistant 
manager of the Boston service office of 
the National Liberty, Baltimore-Ameri- 
can and Paul Revere Fire. Mr. Fessen- 
den joined the National Liberty in Feb- 
ruary, 1942, as a special agent after 
serving several years in brokerage and 
general agency work. He was born in 
Medford, Mass., and is a graduate of 
Harvard College, class of 1927. 


Magenheimer ‘admeel 


American International Marine Agency 
of New York announces that Henry W. 
Magenheimer has been promoted from 
assistant manager to manager of the 
claims department. Mr. Magenheimer 
brings to his new post a_ thorough 
knowledge of claims operation, having 
served more than twenty years with 
Appleton & Cox, Inc., while specializing 
in claims adjustments and_ personnel 
management. 


Northern Elections 
(Continued from Page 1) 


post he held from 1927 until February, 
1939. At that time he was transferred 
to the home office in New York City 
as secretary in charge of the Eastern 
department. He became a vice president 
early in 1945 and first vice president the 
following year. 

Mr. Conklin is the son of Charles S. 
Conklin, now retired, who was some 
years ago United States manager of the 
Pearl Assurance and prior to that a 
vice president of the Northern of New 
York. The senior Mr. Conklin joined 
the Assurance Co. of America in 1897 
and served with that company and the 
Northern until 1931. Charles H. Conk- 
lin’s brother, John C. Conklin, is a well 
known local agent at Hackensack, N. J., 
and immediate past president of the 
New Jersey Association of Insurance 
Agents. 

Hoyt O. Perry 

Mr. Perry, new chairman of the board 
of the Northern, is also a graduate of 
Yale, class of 1916, but has been con- 
nected with insurance only a few years. 
For more than a decade he was asso- 
ciated with the New York investment 
house of Wood, Struther & Co., and 
after that he served as president of the 
Lawrence Warehouse Co. for several 
years. After selling his interest in that 
organization he joined the Northern in 
1944 as head of the investments depart- 
ment. He was elected vice president 
in charge of finances early in 1946. 

H. Richard Scherne 

Mr. Scherne started his insurance 
career with the Liverpool & London & 
Globe. When the Standard of New 
York was formed in 1922 he joined that 
company and subsequently became as- 
sistant secretary in charge of agency 
fire underwriting for all territories 
supervised from the New York office. 
After that company, with the Standard 
Surety & Casualty of New York, was 
purchased by the Aenta Fire in 1941 
he was transferred to Hartford. He was 
supervisor of the war damage insurance 
department for a while and then was 
made supervisor in charge of brokerage 
He joined the Northern in February, 





H. CONKLIN 


CHARLES 


1945, in the Western department at the 
home office. Mr. Scherne was advanced 
to assistant secretary in 1945 and to 
secretary of the company in charge of 
the Western department in 1946. 


Fred J. Theen 


Mr. Theen started his career in insur- 
ance in July, 1921, with Edward E. Hall 
& Co. and Henry I. Brown, managers 
of the Assurance Co. of America. In 
1924 he joined the Standard of New 
York as assistant metropolitan fire un- 
derwriter and later was made 
secretary of the company after serving 
as metropolitan fire underwriter and 
head of the automobile department. He 
joined the Northern as assistant secre- 


assistant 


tary in 1944 after resigning as manager 
of the out-of-town fire department of 
the Aetna Insurance Group at the New 
York City office. The Aetna had taken 
over control of the Standarid’ and Mr 
Theen remained with the organization 
until he went with the Northern. He 


secretary of the last-named 


in 1945 


became a 
company 





Underwriters Ass’n of 


‘New York State Elects 


R. E. Willoughby of Buffalo was 
elected president of the Underwriters 
Association of New York State at the 
annual meeting this week in Syracuse. 


First vice president of this organization 


of fieldmen, which cooperates with the 
New York Fire Insurance Rating Or- 
ganization, is Edward V. Judge, Syra- 


second vice president, Ralph E. 
Buffalo; secretary-treasurer, Ar- 
Syracuse, and chair- 
committee, R. C 


cuse; 
Fisert, 
thur Birchenough, 
man of the executive 
Reid, Albany. 


Auto Claes Ass” n Meets 

The Automobile Claims Association of 
New York held its January meeting yes- 
terday at Miller’s Restaurant. President 
Leslie A. Lloyd presided and the speaker 
was George Copeland, general counsel of 


the New York Automobile Dealers As- 
sociation. He discussed dealers’ rela- 
tions with insurance companies. 


ROCHESTER CLUB _UB ELECTS 
Chauncey E. Smith, Continental, has 
— elected president of the Roches- 
ter, N. Y., Field Club. J. Marshall Rich- 


ardson, Springfield, is vice president; 
Arthur C. Kenyon, Aetna, cecnclane. 
treasurer, and Edward A. Greenhaigh, 


Washington, chairman of 


committee. 


Providence 
the executive 
BROKERS’ COMMITTEE HEADS 
The General Brokers Association of 
New York has appointed the following 
committee chairmen: membership, Sam- 
uel Oberman; grievance, Andrew H. 
Boardman; publicity, Leonard Jacobs, 

and auditing, Robert M. Ferguson. 


Robert M. Boyd President 
Of the Boston Board 


Robert M. Boyd of William A. Muller 
& Co. was elected president of the Bos- 
ton Board of Fire Underwriters this 
week. He succeeds Franklin J. Connors 


of Kaler, Carney, Liffler & Co. Robert 
S. Hoffman was elected vice president 
and Leo E. Tracey continues as secre- 
tary-treasurer. The new executive com- 
mittee consists of Walter S. Attridge, 
Reginald Benting, Herbert A. Knee- 
land and Gordon W. Roaf. The board 
voted to return all signed company 
agreements to the companies. Return 
of these agreements, binding the car- 


riers to observe board rules, had been 
sought by many companies for some 
time. 


Seven Complete 25 Years 
With Home of New York 


Seven members of the home office 
staff of the Home Insurance Co. cele- 
brated their twenty-fifth anniversaries 


with the company at a luncheon in their 
honor on January 14 at the company’s 
headquarters in New York. 

The honored guests were Robert T. 
Douty, of Eastern department; Miss 
Maude J. Benson, control department; 


Miss Barbara Bauer, Western depart- 
ment; Juan Larrinaga, ~ yeveniape de- 
partment; Charles McKenne super 


visor of the Western apatite depart- 
ment; William L. mer ee assistant 
secretary of the National Liberty, and 
John W. Morrow, no of the ma- 
rine department. 

Each guest was presented with a 
twenty-five year silver service medal and 
a framed certificate. 
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Rules Issued on Fire Prevention 


Contest for NAIA Local Boards 


Rules and conditions governing the 
1948 fire prevention contest for all local 
National Association of 
Agents were announced this 
week by West Shell, Cincinnati, 
man, NAIA fire commtitee. 
The contest is under the sponsorship of 
the National Board of Fire Underwriters, 
as announced at the NAIA annual con- 
vention in Atlantic City last October. 
“The National 
vention committee in 
the National Board of Fire Underwriters 
this contest for the purpose 
of recognizing the meritorious fire safety 
work performed by many local associa- 
tions of insurance agents,” Mr. Shell 
said. “We aim to stimulate the fire pre- 
vention activities of all local associations 


boards of the 
Insurance 
chair- 


prevention 


Association’s fire pre- 


cooperation with 


conceived 


and encourage the formation of new 
local associations thereby making more 
wise tp the full influence of the local 


nsurance agent in this highly important 
field of public service. 
“Through the generous cooperation of 


the National Board we are able to offer 
three unique prizes,” Mr. Shell con- 
tinued. “These are money prizes of $500, 


$300 and $100 which will be used by the 
winning local boards whose programs 
place first, second and third, to purchase 
fire-fighting equipment needed by thei1 
community fire department. Local agents 
are urged to enlist the support of their 
fire chiefs in the contest immediately,” 
Mr. Shell explained. 
Entries for the contest, 
ports of experience, must 


based on re- 
be received at 


Testimonial Dinner to 


Newell R. Johnson Jan. 19 


Insurance Commissioners of all states 
have been invited to the testimonial din- 
ner January 19 at the St. Paul Hotel in 
St. Paul for Newell R. Johnson and his 
successor as Minnesota Commissioner, 
Armand Harris. The dinner is being 
sponsored as an All-industry affair by 
the Insurance Federation of Minnesota 


and an attendance of about 300 public 
officials, agents and company men 1s 
indicated by reservations. 


Charles F. 
president of the 


Liscomb, Duluth, past 

federation and also of 
the National Association of Insurance 
Agents, will be master of ceremonies 
and the speaker will be Pierce Butler, 
leading St. Paul attorney and a son of 
a former justice of the U. S. Supreme 
Court. 


BUFFALO AGENCY PROMOTION 

The Buffalé Fire Office, Inc., of Buf- 
falo, N. Y., which will celebrate its 
fiftieth anniversary next year, announced 
election as assistant secretary of Robert 
M. Rublee. Mr. Rublee is a graduate 
of Cornell University and was an officer 
in the Air Corps during World War II. 
He has been associated with the Buffalo 
Fire Office Inc., since his discharge from 
the Air Corps in November, 1945. 





WEST SHELL 
NAIA national headquarters not later 
than midnight, August 31, 1948 and 


should be addressed to the Fire Pre- 
vention Contest Committee, National As- 
sociation of Insurance Agents, 80 Maiden 
Lane, New York. The contest, though 
sponsored by the National Board of Fire 
Underwriters will be under supervision 
of the NAIA. Judges will be announced 
at a later date. 


CHARLOTTE AGENCY FORMED 
Younts Realty & Insurance Corpora- 
tion of Charlotte, N. C., has been organ- 
ized with capital stock of $100,000. Paul 
Younts, Henry Dockery and T. A. Little, 
all of Charlotte, were listed as the in- 
corporators. 

vagid GEORGIA AGENCY 

. Warren & Son, Inc., of Albany, 
Ga., “oe purchased the insurance firm 
of Lagerquist-Allen, Inc., also of that 
city. The new owners will continue op- 
eration of the Lagerquist-Allen agency 
under the present firm name, it was 
stated. 


PHOENIX OF LONDON - 
eh. & G - FIDELITY PHENIX 


FACILITIES Since 


FACILITIES 


NAIA FILM IS RELEASED 


“Your Best Policy,” wo” Sabine Motion Pic- 
ture, Traces History of 51 Year 
Old Organization 

“Your Best Policy,” a 16 mm sound 
motion picture produced by Caston Pro- 
ductions, Hollywood, 
of the public 
National 
Agents, 
association for local 
its 24,085 member agencies. 
distributed to all U.S. 
and NATA groups in Hawaii and Puerto 





under supervision 
of the 
Insurance 


relations division 

Association — of 
was released this week by the 
showings before 
Prints were 


state associations 


Rico. 

Demand for the film has been large 
and premiere showings were held in 
York, Pa, January 12; Milwaukee, 
Wheeling, W. Va., and Fort Worth, 


lexas, January 13; Louisville, January 14 
and Lansing, Mich., January 15. 

Designed primarily as an internal pub- 
lic relations vehicle to portray the many 
present-day services of the NAIA to its 
membership, the film also traces the 
history of the fifty-one year old trade 
group and some of the conditions that 
pointed the need for its origin and vigor- 
ous program. 

Twenty minutes in length, the film was 
developed as a result of studies con- 
ducted by the public relations advisory 
committee and the association member- 
ship committee which pointed out that 
nearly 4,000 new members were new- 
comers to NAIA ranks since the close 
of World War II. 

Commenting on release of the film at 
a preview in Hollywood January 7, Wil- 
liam P. Welsh, Pasadena, NAIA presi- 
dent, and Harold W. McGee, chairman 
of the public relations advisory com- 
mittee, said, “We are highly pleased 
with the story portrayed by “Your 
Best Policy.” It brings to the screen 
the proud history and many present-day 
services provided the NAIA membership 
by the association. It tells a forceful 
story of activity and points the way for 
broader fields of service to the public 
in our efforts to provide protection in 
our contemporary American economy.” 


Non-Affiliated Cos. Offer 
30%, Plus Contingent in Ky. 


Reduction of commissions to accepted 
city agents in Louisville, Newport and 
Covington, Ky., continues to be a hot 
subject. A few more companies have ad- 
vised agents that they are reducing to 
the suggested rates, while others have 
held off. The deadline was to have been 
January 1, but now appears to be Feb- 
ruary 1. In the meantime some non- 
atliliated companies have advised agents 
that they will pay 30%, with 10% con- 
tingent, which is diceond the agents seek. 


MASSENA AGENCY CHANGE 

Rex O'Neil, manager of the Massena, 
N. Y., office of the Sid Spear Insurance 
Agency, has been appointed manager of 
both the Malone, N. Y., and Massena 
offices of the agency, to succeed Irving 
D. Kelpy. whose resignition became ef- 
fective January 1. Mr. O'Neil, a veteran 
of World War II, has been with the 
Spear Agency since August 1, 1946. 
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Discuss Agent Protection 


In Contracts With Cos. 


Increased protection for agents’ inter- 
ests in their contractual relations with 
companies is the subject of comment 
in a current bulletin to the member- 
ship of the Michigan Association of In- 
surance Agents. 

It is noted that agency operating costs 
have increased alarmingly and that “the 
economic life of the agent is dependent 
upon a sound rate of remuneration de- 
cided upon by agreement and set forth 
in a written contract. “F ew such con- 
tracts,” the bulletin states, “ever specify 
any given amount of premium volume. 
Few, also, specify the number of agents 
that the company is permitted to license 
in any given territory. It may be that 
the matter of company agent contracts 
require some concerted organized atten- 
tion at this time.” 

The effect of part-time agent activity 
on the commission returns of full-time 
agents also is the subject of comment, 
particularly in connection with the re- 
duction in extended coverage commis- 


sion which was ordered by ‘companies 
and which some executives have said 
would result in “big savings” to the 


carriers through reduced accounting ex- 
pense. 


MASS. AGENTS MEET OCT. 26-27 

The Massachusetts Association of In- 
surance Agents will hold its 1948 annual 
convention at the Copley Plaza Hotel in 
Boston on Tuesday and Wednesday, Oc- 
tober 26-27, according to President Dana 
J. Lowd. 


CHARLES W. HOLLAND DIES 

Word was received in Buffalo of the 
death in Arcadia, Cal., of Charles W. 
Holland, 84, treasurer of the Buffalo 
insurance firm of Woodworth-Hawley 
for thirty years before his retirement 
about twenty-five years ago. 


NEW MACON, GA., AGENCY 
Tidwell-Zuber insurance, Inc., a 
insuranee agency for Macon, Ga., has 
opened for business at 55914 Mulberry 
Street. Dan Tidwell and Mrs. Lavelle 
Zuber are co-owners of the new firm, 
which will handle life and fire insurance, 
hospital, health and accident, automo- 
bile, marine coverage and surety bonds. 


OPENS BIRMINGHAM AGENCY 


David W. Hamilton, insurance man of 


new 





Birmingham, Ala., who has represented 
old line stock insurance companies in 


that state for a number of years, an- 
nounces the opening of his own agency 
in the First National Building, Birming- 
ham. 
W. VA. AGENCY GETS CHARTER 
Clyde E. Smith —— Agency, 
Inc., of Martinsburg, W. has been 
granted a charter by the — retary of 
State. Authorized capital stock is $50,- 
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F RAMED over the fireplace in the li- 
brary of Gunston Hall are these famous 
words expressing the dignity of man, 
“The rights of the people to be secure in 
their persons, houses, papers, and effects, 
against unreasonable searches and seiz- 
ures, shall not be violated . . .” In this 
notable room the fourth George Mason, 
statesman, constitutionalist, and philos- 
opher penned these phrases 
for the Virginia Bill of Rights, 
which later became the basis 
for the first ten amendments 
to the Constitution of the 
United States. Here also he 
is said to have helped his 
colleague, Thomas Jefferson, 
write the first draft of the 
Declaration of Independence. 








George Mason 














For his newly won 
bride, Ann Eilbeck, 
Mason employed a 
famed English archi- 
tect to build this col- 
onial mansion of 
unrivaled beauty over- 
looking the banks of 
the Potomac in Fair- : 
fax County, Virginia. Upon 
its completion in 1758, he set 
about to develop the estate of 
7000 acres into an almost self- 
sufficient plantation with its 
own blacksmiths, carpenters, 
coopers, weavers and tanners. 

Celebrated guests frequent- 
ly visited Gunston Hall, in- 
cluding Lafayette and neigh- 
bor George Washington who “often 
rowed down from Mount Vernon in a 
4-oared gig . . . to visit his friend or take 
Sunday supper with him.” 

Failing health forced Mason to spend 
his later years in retirement but he was a 
constant source of counsel on questions 
of law and government. At a time when 
it was considered treason even to speak 
ill of the King, he became a 
champion of democracy and 
one of the first to speak out 
against slavery. 

In 1792 this man whom Jef- 
ferson called “the wisest man 
of his generation” was buried 
on the grounds of his Gunston FIRE 





Formal garden and 192-year-old boxwood hedge 


“The rights 
of the people 


to be secure 








Hall. Mason had been a genial, cultivated, 
well-read gentleman whose descendants 
were to include early governors of Mich- _ 
igan and California. 

The Gunston estate gradually deteri- 
orated after ownership passed from the 
Mason family in the 1860’s. Reduced to 
a lumber camp in 1912, it was rescued 
by its present owner who spent thirty 
years and a medium-sized fortune to re- 
store it to its former splendor. Although 
now privately owned, it will eventually 
pass to the State of Virginia under the cus- 
tody of the Colonial Dames of America. 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


* THE HOME * 
Sracrance Company 


NEW YORK 
AUTOMOBILE © MARINE INSURANCE 
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Invisible Terms of Inland Marine 


Policy Important, Says Daynard 


The visible terms of a marine insur- 
ance policy do not disclose the entire 
contract as there are several important 
so-called invisible terms, according to 
Harold S. Daynard of Jones & Whit- 
lock, Inc., and also chairman of the law 
committee of the Inland Marine Claims 
Association. He is the author of legal 
bulletins of the association which have 
attracted wide attention in inland ma- 
rine circles. The bulletins are issued in 
conjunction with the association’s educa- 
tional program and do not necessarily 
reflect the views of the organization o1 
all its members. 

“Insurable interest,” “proximate cause” 
and “all risk” are a few of the invisible 
terms in inland marine forms Mr. Day- 
nard writes. In his bulletin from which 
lengthy extracts are published as _ fol- 
lows, he says: 

The most widely used inland marine 
form, the transportation floater, ordi- 
narily provides that the policy insures 
merchandise “while in due course of 
transit.” However, legally, goods loaded 
on insured’s trucks, awaiting departure 
at the point of shipment are not “in due 
course of transit” and would not be in- 
sured under a transportation floater. Al- 
ae this rule of law is not likely 

» be written in any inland policy, it is 
pothsa dhs eless in effect and by operation 


of law, just as much a condition of the 
contract as though it were expressly 
stated. 


Adjuster Must Have Wide Knowledge 


Various rules of common and statu- 
tory law, applicab!e to all types of in- 
land marine policies, limit or enlarge me 
benefits bargained for by the policy 
holder. Yet they cannot be known by a 
reading of the policy forms because due 
to their nature and variety they are not 
and could not practically be written 
there. Consequently, if an adjuster is 
to know where the protection under an 
inland marine policy begins and ends, he 
must be thoroughly conversant with 
those rules of law or “invisible terms” 
which may be pertinent to the various 
policies. 

The “invisible terms” of the inland 
marine policy may conveniently be 
classified into two categories. In the 
first category are the myriad legal rules 
and principles which define, delimit or 
extend the meaning of specific undefined 
expressions employed in routine inland 
marine forms, such as “in transit,” “per- 
sonal property,” “all risk,” “custody,” 
“theft,” “unexplained shortage” and “un- 
attended automobile.” In the second 
category are rules and principles which 
affect all policies alike, such as the rules 
of “insurable interest,” ‘proximate 
cause” and “ejusdem generis.’ Any rule 
in either category can broaden or nar- 
row the scope of any policy wiin the 
same force and effect as any specific 
printed term. They are all therefore 
of importance and interest. The few 
following illustrations may be found to 
have broad application to many types of 
losses arising under inland marine poli- 
( ie 3. 

Insurable Interest 


One condition is fundamental in every 
insurance contract but it is rarely writ- 
ten into any; that is, that the policy- 
holder will have an insurable interest in 
the subject matter insured. This is a 
rule of public policy adopted by the 
common law and ackudicn in Section 
148 of the New York Insurance Law. 

Were one who had no economic in- 
terest in a specific property permitted to 
insure it and receive compensation in 
the event of loss or damage, he would in 
effect be winning the wager. While 
wagers were at one time sanctioned in 
insurance law, they are frowned upon 
today. 


According to the principle the insur- 


able interest of any named insured must 





exist both at the inception date of the 
policy and at the time of loss. Howard, 

Denio (N. Y.) 301. 

While the insurable interest may be 
any “economic” interest, the most com- 
mon type of insurable interest is ab- 
solute ownership. If, at the time of 
loss the policyholder is found to have di- 
vested himself of the ownership of the 
insured property prior to the loss, then 
he has sustained no pecuniary damage 
on account of the loss and collects noth- 
ing. 

Giving Ring to Fiancee 


_ Hlustré itive of this point is the recent. 


ase of Ludeau vs. Ins. Co., 6 CCH F & 

> 484, which determined whether an in- 
al can collect under a jewelry floater 
for the loss of a diamond ring which 
he had given to his fiancee 

Although the jewelry 
other inland marine forms, does not 
specifically provide that the insured 
must prove an insurable interest in the 
insured property, it is as a matter of 
law nevertheless required that the in- 
sured show ownership of the insured 
item at the time of loss in order to 
prove a claim under his policy. In this 
case the insured obtained a policy on a 
ring containing a 1.93 ct. diamond that 
had been removed from his own ring 
and reset in a lady’s mounting. Shortly 
after the policy’s inception the insured 
gave the ring to his fiancee as an en- 
gagement present. During the term of 
the policy the lady lost the ring. Later 
the insured broke the engagement. 

The insured had never asked his 
fiancee to return the ring or reimburse 
him for its value. Nor had he at any 
time before the loss advised the insur- 
ance company that the ring had been 
given to another. 

Rejecting the policyholder’s claim to 
ownership of the ring and to any right 
under the policy, the Texas Civil Court 
of Appeals (Galveston) held that the 
transfer of possession by the insured 
to his fiancee of the ring was not a 
mere pledge incidental to the retention 
of title by the insured. Rather “it is 
an established principle that * * * a 
conditional gift * * * when made_ be- 
tween living, confers a title to 
the object given at the time of its de- 
livery into the possession of the donee.” 
For this reason the insured was held 
to have failed to prove an insurab‘e 
interest in the property when it was 
lost, and since he had no interest, he 
suffered no legal loss. 

If a gift is given to a lady without 
accompanying conditions to gain her 
favor or affection, absolute ownership 
at once passes to the recipient. The 
donee’s title in such instance is unaf- 
fected by subsequent relationships with 
the giver and remains absolute until she 
voluntarily parts with it. Beck, 262 N. Y. 
Supp. 718. 

However, a gift given as an engage- 
ment present is inherently a conditional 
rather than an absolute gift. According 
to the Ludeau case, title to the gift 
passes at once to the donee upon de- 
livery. But if the donee breaks the en- 
gagement then ownership immediately 
and automatically reverts to the giver. 
Yet, if the marriage is prevented by 
death or by any other cause not due to 
the fault of the donee, the title to the 
gift does not revert to the giver but 
remains in the recipient. Therefore so 
long as the recipient does nothing to 
prevent the consummation of the mar- 
riage, an engagement gift is solely hers, 
and for this period the giver has no 
insurable interest therein. See: Beck vs. 
Cohen, 262 N. Y. Supp. 718. 


Proximate Cause 


floater, like 


those 


In the bailee’s customers form (laun- 
dries, dyers and cleaners) the clothing 
of customers is insured against “direct 
loss or damage” caused by certain spe- 








cifically named perils ordinarily includ- 
ing the peril of “burglary.” Does the 
insurance cover the malicious destruc- 
tion of clothing by burglars? 

It does, according to a recent Texas 
case. Fire Ins. Assoc. vs. Moore, 6 CCH 
F & C 507. In that case burglars entered 
insured’s premises, removed some cash, 
two garments, and cut and_ slashed 
seventy-five other garments. The bailee’s 
insurer accepted liability for the stolen 
garments. It denied liability for the gar- 
ments maliciously destroyed but not re- 
moved because that, the company felt, 
was not a “direct loss” due to burglary. 

In deciding in favor of the claimant, 
the court stated: 

“Said provision of the policy insuring 
clothing ‘against direct loss or damage 
used by the perils insured against’ is, 
not as narrow in scope as ated appel- 
snt contends it is. Of course the insur- 
wnce is limited to the direct loss or 
damage caused by the perils enumerated 
in the policy. And the perils enumer- 
ated in the policy so far as is here 
relevant are theft and burglary. But the 
peril of burglary as that term is em- 
ployed in the policy is not as limited 
in scope as the offense of burglary as 
said term is defined in the penal code.” 
Court on Burglary 
The court then points out that the 
criminal offense of burglary consists 
merely of the breaking into a house 
with a felonious or larcenous intent but 
the peril of burglary in the insurance 
policy extends to all loss or damage 
to the insured property perpetrated by 
the burglars after the breaking and 

entering into the premises occur. 

Here then is an illustration of an- 
other “invisible term” applicable to all 
policies of property insurance. Property 
insurance policies insure against all loss 
or damage due not only to the imme- 
diate consequences of any insured peril 
but also to all other consequences “prox- 
imately” resulting from an insured peril. 
The distinction between an “immediate” 
end a “proximate” consequence may be 
generalized as follows: the former is a 
consequence nearest in point of time 
and space to the cause. A proximate 
consequence is one which follows nat- 
urally due to a chain of unbroken events 
initiated by the cause, but which need 
not necessarily se the first consequence 
in point of time or space. To illustrate 
further, in case of a fire, the “imme- 
diate” damage is caused by the ignition; 
“proximate” damage may result from 
heat, smoke, soot or the deliberate pre- 
ventive destruction of property by fire- 
men. The heat, smoke, soot or action 
of firemen are all part of a natural 

“chain reaction” set off by the fire. All 
of these types of damage are generally 
covered by the peril of “fire.” 


All Risk ; 

Even less revealing than most other 
described perils in insurance policies is 
the term “all risk” which appears unde- 
fined in numerous inland marine float- 
ers. Although offhand one might imagine 
that the term covers all losses to the 
insured property, it is well established 
in law that it does not! For a loss to 
come within “all risk” coverage, all of 
the following four factors must be 
present: 

1. The loss or damage must be for- 
tuitous (accidental). “The purpose of the 
policy is to secure an indemnity against 
accidents which may happen, not against 
events which must happen.” Gulf Trans. 
Co. 121 Miss. 655. Thus the mere aging 
of the insured property would not con- 
stitute an “all risk” loss. 

2. The loss or damage must “happen 
to the subject matter from without,” i.e., 
the cause must be an extraneous one. 
Mellon, 14 Fed. 2nd 997. For example, 
some precious stones, such as opals, are 
sensitive and have a tendency to crack. 
Opals do not necessarily have to crack, 
but any opal, because of its peculiar 
composition, may develop a fissure. Al- 
though such a development might be 
fortuitous, it would necessarily be a 
consequence of the innate properties of 
the stone. A fissure of this kind result- 
ing in damage to a precious stone, would 
not be insured under an “all risk” 
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Donald Witmeyer Special 
For Security in New York 


The Security Insurance Cos. of New 
Haven, announce appointment of Donald 
M. Witmeyer as special agent for east- 
ern New York State with headquarters 
at 78 State Street, Albany. 

Mr. Witmeyer is a graduate of Syra- 
cuse University, and later was associated 
with the New York Fire Insurance Rat- 
ing Organization, which position he re- 
signed to enter military service. After 
five years’ service he was discharged as 
major in the General Staff Corps. For 
the past two years Mr. Witmeyer_ has 
been employed at the home office of the 
Security in New Haven and as special 
agent in New Jersey. 


$350,000 Loss Estimated 


From Tornado in Louisiana 


The tornado which struck Cotton Val- 
ley, Haynesville and Mooringsport, La., 
December 31, caused an insurance loss 
estimated at $354,000 by the General 
Adjustment Bureau. In Cotton Valley 
practically all of the 500 buildings in 
town were damaged and 100 were com- 
pletely destroyed. It is estimated claims 
will number. 350 with an average loss 
of $750. At Haynesville there will be 
approximately 300 claims with an aver- 
age of $250. 

Mooringsport will have twenty-five 
claims with an average of $75. Rural 
autos and miscellaneous claims will run 
about fifty with an average of $200. The 
General Adjustment Bureau has set up 
temporary offices at Minden, La., to 
handle adjustments. 





jewelry floater, because its cause is not 
an Beg Mg an external one. Chute, 


214 N. W. 
Loss a st Due to Lawful Risk 


3. The loss or damage must not be 
contributed to by the insured’s willful 
or fraudulent act. “A party is not per- 
mitted to insure against his own knav- 
ery, since public policy does not sanction 
such contracts. Nor is an insurer liable 
for losses caused either by the willful, 
reckless or fraudulent acts of the in- 
sured, or by his acts of bad faith, mis- 
pen or wrongdoing.” Couch—En- 
cyclopedia of Ins. Sec. 1481. Thus, if 
one beats his mare to death with an iron 
rod, he cannot recover under “all risk” 
insurance. O'Neill, 21 Neb. 548. 

4. The loss or damage must be due 
to a lawful risk. “The description ‘all 
risks’ does not alter the general law; 
only risks are covered which it is law- 
ful to cover * * *.”” Mellon, supra. 
Therefore an all risk transit floater 
would not cover an illegal import as 
no court would enforce a contract that 
fosters an illegal purpose. Couch, supra. 
Sec. 1115. However, the mere ‘placing 
of a musical instrument in a house of 
ill fame by an insured with the hope 
of selling it to the proprietor does not 
vitiate an “all risks” musical instrument 
floater covering the item because the 
insurance, as such, was not designed to 
further the illegal project. So that a fire 
which occurred and destroyed a piano 
under such circumstances was held to 
be a legally insured hazard. Electrova, 


72 So. E. 306 
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ANOTHER TRAFFIC DEATH AND TWO WRECKED CARS BECAUSE 
SOMEONE TOOK A CHANCE! 
More than 98%, of all automobile fatalities 
need never have occurred. Less speed and 
more care would have prevented this one. 
nee ; S, i 
c : Se - ae 
‘ he 
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Firemen’s Insurance Company of Newark, N. J. 


Milwoukee Mechanics’ Insurance Company 
Orgonized 1855 2 


Orgonized 185 


Royal Plate Glass & General Ins. Co. of Canada 


Orgonized 1906 


The Girard Fire & Marine Insurance Company 
Orgonized 1853 


The Metropolitan Casualty Insurance Co. of N.Y. 
Orgonized 1874 


National-Ben Fronklin Fire Insurance Company 
Orgonized 1866 


The Concordia Fire Insurance Co. of Milwaukee 
Orgonized 1870 


Commercial Casualty Insurance Company 
Orgonized 1909 
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Pittsburgh Underwriters - Keystone Underwriters 


Southwestern Dept. 
912 Commerce St. 
Dallas 2, Texas 


Pacific Department 
220 Bush St, 
San Francisco 6, Calif. 


Canadian Departments 
535 Homer St., Vancouver, B. C. 
465 Boy St., Toronto, Ontario 


Foreign Department 
111 John St., New York 7, New York 
206 Sansome St., San Francisco 4, Calif, 


Western Department 
120 So. LaSalle St. 
Chicago 3, Illinois 
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Emergency operation of open flame gas 
and oil heaters brings a serious hazard 


to life into the home, engineers of the 
National Board of Fire Underwriters 
warn. During the recent snowstorms in 


the Northeastern states, many deaths 
were caused by gas poisoning through 
use of unvented open flame heaters in 
tightly closed rooms. 

As cold weather 
householders will use these heaters to 
supplement their furnaces. In addition, 
whenever electric and gas suppliers are 
cut due to storms or other emergencies, 
these heaters are brought into use by 
the thousands, increasing the life hazard 

However, if a house is tightly closed 
or a room is small, the amount of oxygen 
in the room is gradually burned up, with 
the result that the products of combus- 
tion will contain high percentages of 
carbon monoxide. 

The combination of toxic 
monoxide and the asphyxiation produced 
by an oxygen deficiency in the room, 
results in a drowsy, painless death. 

The National Board’s engineers sug- 
gest the following rules for safe opera- 
tion of open flame heaters: 


continues, many 


carbon 


1. Do not close doors to individual 

ms in which these heaters are being 
used 

2. Never leave heaters burning upon 
retiring for the night. Under no circum 


stances should a heater be left in use 


in the bedroom upon retiring. 








3. Don't use these heaters as the per- 
or sole source of heat for habit- 

le rooms. —— 

Engineers state that smoke issuing 





Home Transfers Reig to 
Western Dept. at New York 


The Home Insurance Company an- 
nounces that Otto F. Reig, manager of 
the Home’s Cincinnati service office, has 
been transferred to the Western depart- 
ment of the New York home office for 
future assignment. Mr. Reig joined the 
company in December, 1925, as an ex- 
aminer in the Western department. In 
1928 he was transferred to the Ohio 
field as a special agent and in April, 
1942, was appointed manager of the Cin- 
cinnati service office 

Mr. Reig will be replaced by Special 
Agent E. H. Markel, who joined the 
Home in April, 1939, as special agent 
in Ohio. Mr. Markel will be under the 
supervision of Resident Secretary H. ] 
Chittenden 

The post of special agent, vacated by 
Mr. Markel, will be filled by John R. 
Small, who entered the company in 
February, 1943, as an adjustor in the 
loss department of the Home’s Colum- 
bus, Ohio, office. 

Lyons, Fire Ass’n Special 
In Western Pa., Dies 

W. P. Lyons, Jr., special agent in 
charge of the western Pennsylvania 
field for the Fire Association, died sud- 
denly in Pittsburgh on December 29 
He entered insurance in 1937 upon re- 
ceiving his Law Degree from William 
& Mary, having previously received his 
B. A. at the same university with Phi 
Beta Kappa honors. 

Mr. Lyons went with the legal depart- 
ment of Fire Association in 1938 and 
was made superintendent of losses in 
1942. His ten year service with Fire 
Association was interrupted by three 
years of active duty as an officer in the 
Navy. Upon returning he requested duty 
in the underwriting department and was 
assigned to the training school for a 
refresher course before being sent to 
the western Pennsylvania field to suc- 
ceed the late A. J. Ruth. His age was 





National Board Warning on Use of 
Open Flame Gas and Oil Heaters 


from any open flame heater is a danger 


signal. It indicates a deficiency of oxy- 
gen and means that fresh air is needed 
in the room, or that the burner needs 
cleaning and adjusting. 

The National Board’s warning is con- 
tained in Bulletin “No. 259, which it is 
issuing to all fire departments. 


Inter-Ocean Publishes 
Memorial to J. W. Scheer 


The Inter-Ocean Insurance Co., Cin- 
cinnati, has published a memorial book- 
let in tribute to the late Joseph Walter 


Scheer, who had been in the insurance 
business for fifty years. Mr. Scheer was 
born May 6, 1876, at Maysville, W. Va. 
In 1898 he was a clerk in the Audtior’s 
office at Charleston, and from 1900 to 
1910 he was Deputy Insurance Commis- 
sioner. He then entered the accident 
and health insurance business as gen- 
eral manager of the Consolidated Casu- 





alty Co. of Louisville, Ky., and in 1912 
became president of the company. 

In 1917, Inter-Ocean, then located at 
Springfield, Ill, reinsured Consolidated 
and moved its offices to Cincinnati, with 
Mr. Scheer as president and treasurer, 
He served in this capacity until January, 
1946, when he became chairman of the 
board and treasurer, serving in this ca- 
pacity until the time of his death. Mr. 
Scheer was president of the Health & 
Accident Underwriters Conference in 
1928. His son, J. W. Scheer, Jr., is vice 
president and secretary of the company, 
of which C. W. Alpaugh is now presi- 
dent. 











GREAT AMERICAN 


GREAT AMERICAN 


AMERICAN ALLIANCE 


COUNTY FIRE 


CALI 
INAS 
47, 


La} AK 
: i 
UNV A) 
ISAS 
RUS AY SN . 
SOA NG EAI 
hy MAM 
AMMA NSN ALIN! 
BAIN 


AY) 
Way ys s ‘ LA a) 
NOU " 
Nj 


: iit 
Q iis 
AN a 
alhenyls® 


Member Companies 


INSURANCE COMPANY 


MASSACHUSETTS FIRE AND MARINE 


ROCHESTER AMERICAN 


i nA er SRE 





One Liberty Street + New York City 


INDEMNITY COMPANY 


AMERICAN NATIONAL 


DETROIT FIRE AND MARINE 


if 

Yf THE 

‘P RODUCER?S 
MARKET 


Yh 
Cy// 
CY 


















> & tim tk ia 


Pi 
com 
in tl 
ner 
char 
on I 
follo 
chan 
will 

uy 
Inent 
Bost 
Brar 
Sprit 
Dow 
Mor! 
Dunt 
Conr 
Prov 
Wilk 
land 








XUM 


January 16, 1948 











THE EASTERN 
UNDERWRITER 





Banke ae Mee 





Page 25 








Pacific National to 
Open Southern Dept. 


VICE PRES. WALLACE IS MGR. 


Leonard Appointed Vice President as 
Associate to Mr. Wallace; Holmes 
Is Assistant Manager 





Southern Department offices will be 
opened in Atlanta by the Pacific National 
ire on February 2 in line with its ex- 
pansion program, according to announce- 
ment made at the home office of the 
company in San Francisco. Southern 
headquarters will be located at 70 Fairlie 
Street. 

Vice President W. L. Wallace has been 
given the assignment of opening the 
nel v department. He has served the com- 
pany in important capacities during the 
past fifteen years, and has been identi- 
fied with agency and underwriting op- 
erations in both Eastern and Western 
territories. 


Leonard Vice President 


Associated with Mr. Wallace in the 
management of the new Southern de- 
partment will be George B. Leonard, 
who has been appointed vice president. 
Mr. Leonard has terminated his general 
agency activities to join the Pacific Na- 
tional staff. He goes to the Pacific Na- 
tional with a background of thirty years 
insurance experience and is_ widely 
known throughout the South. 

John P. Holmes, who has been super- 
intendent of agents for the Southern 
States, has been advanced to assistant 
manager of the Southern department. 

The field staff is to be augmented by 
the addition of Executive State Agent 


John P. Irvin, Jr., formerly vice presi- 
dent of the. Leonard General Agency, 
and H. Russell Deal who has travelled 


extensively in Georgia and Alabama. 

The new department will supervise 
business of all Southern states with the 
exception of Texas, which will continue 
under the supervision of the Western 
department as heretofore. W. H. Vernier 
is the manager of the Western depart- 
ment with headquarters in the Adams- 
Franklin Building, Chicago 

The Eastern and New England States, 


under the management of Vice Presi- 
dent W. B. Winchell and Assistant Vice 
Presidents W. L. Greenway and J. J. 
Haggerty, will continue to be serviced 


by the Eastern department of the com- 
pany, with headquarters in Philadelphia. 


Wiman Comptroller of 


Great American Group 


At meetings of directors of the Great 
\merican, American Alliance, American 
National Fire, Rochester American, and 
Great American Indemnity, Louis J. 
Wiman was elected comptroller of the 
companies. Mr. Wiman joins these com- 
panies after eighteen years in an execu- 
tive capacity with Joseph Froggatt & 
0. 


New England Exchange 


Dinner on January 23 


Present fieldmen in New England and 
company executives who were formerly 
in that field will attend the annual din- 
ner of the New England Insurance Ex- 
change at the Boston City Club, Boston, 
on Friday, January 23. The dinner will 
follow the annual meeting of the ex- 
change at which President Carl E. Hurst 
will preside. 

The committee in charge of arrange- 
ments consists of Alfred H. Stafford, 
Boston-Old Colony, chairman; J. Stuart 
Branscombe, Aetna; Jack Nye Duffey, 
Springfield Fire & Marine; William F. 
Downs, Hartford Fire; Donald F. Dick, 
Morley, Watson & Baldwin; Eugene G. 
Dunn, Great American; Carl E. Hurst, 
Connecticut Fire; Haven W. Andrews, 
Providence Washington; and Warde 
Wilkins, assistant secretary, New Eng- 
land Insurance Exchange. 


AMERICAN FIELD CHANGES 
Cochran Field Supervisor in Middle 
Dept.; Byrne to Direct Operations in 

New York and Western Pa. 

American Insurance Group has 
rearrangement of territorial 
William W. Cochran, 
field supervisor, will 
central Pennsylvania, 
eastern Pennsylvania, Maryland, Dis- 
trict of Columbia and Delaware. J. Wal- 
ter Byrne, who has been a field super- 
visor since September, 1947, will direct 
operations in western New York, cen- 


The 
announced 
field supervision. 
newly appointed 
have charge of 


tral New York, eastern New York, Alle- 
gheny County and western Pennsyl- 
vania. Both men will 3ert A. 
Jochen, vice president. 

Mr. Cochran is a resident of Morris- 
town, N. J., and a graduate of Princeton, 
Class of ’29. He resigned his position 
as assistant treasurer of the American 
in 1942 to enter military service, subse- 
quently rising to the rank of lieutenant 
colonel. He resumed his connection 
with the American late in 1945 after re- 
lease from the service. 

Mr. Byrne is a native of La Salle, 
Ill., and attended the University of Illi- 


assist 


HIGH LOSS ON PIER FIRE 
Damage caused by the fire which about 
completely destroyed Pier 8 in Brook- 
lyn last week is estimated at around 
$1,000,000. The pier, insured by a policy 
issued by Johnson & Higgins, suffered 
damage around $500,000 and in addition 
there were 500 tons of hides and sheep- 
skins burned. The Argentine ship, S.S 

Rio Parana, suffered some damage 





busi 
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years 


nois. He was in the local agency 

ness for nine years in South Bend, 
His field experience includes six 
with the Loyalty Group. 
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Sagebrush State’s 


surance strikes. 
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—=> a for which Nevada was named by 
early Spanish explorers, was not the only | 
whiteness found there. Great stretches of | 
blindingly white alkaline dust made it a per- 
ilous region for travelers. Since the first 
settlement in Carson City 100 years ago, the 
mankind with their hidden wealth. The 
Comstock era produced fabulous fortunes 
overnight and a billion dollars worth of gold 
and silver to help save the nation’s credit 
during the Civil War. Mining is still the 
word for Nevada but now means copper, 
mercury, tungsten and magnesium. The 
‘ Mackay School of Mines and the U.S. Mines 
Experiment Station are important parts of 
the University of Nevada. Vast herds of 
cattle and sheep now graze together, with 
plenty of alfalfa being raised for them, while 
nearby “the deer and the antelope play.” 
Reno, “The Biggest Little City In The 
| World”, and Las Vegas, once a Mormon 
outpost, offer luxurious resort accommoda- 
tions. The desert Joshua trees point long 
arms skyward; the quick progress of this 
sparsely settled state points towards rich in- 
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Division of Awards for Salvage 
Operations Are Fixed by U.S. Court 


In a libel for salvage in which various 
claimants for salvage services inter- 
viewed, including the United States of 
America, a shipbuilding company and a 
towboat company, the main questions 
were the amount of awards allowable 
and the parties entitled to such awards. 
The Federal District Court for Western 
M4 ashington in the Dunbass, 74 F. Supp. 

held that the owner of the salvaging 
wacboee was entitled to be paid out of the 
funds realized in the sale of the sal- 
vaged vessel and its cargo for the ex- 
penses necessarily incurred in the sal 
vage operations. 

These expenses consisted of wages 
paid to the crew of the salvaging vessel, 
additional fuel consumed, food consumed 
by the passengers and crew of the sal- 
vaging vessel during the salvage opera- 
tions, radio messages, effects issued to 
the survivors of the salvaged vessel by 
the salvaging vessel’s purser, twenty- 
two days’ subsistence furnished by the 
salvaging vessel to such survivors, ship- 
vard repairs for windlass shaft, etc. 
miscellaneous repairs, materials supplied 
by the United States, material con- 
sumed in repairs necessitated by the sal- 
vage operations, all allowed to the Gov- 
ernment as owner of the salvaging ves- 
sel. 

Awards of Officers and Crew 

The court also awarded to the officers 
and crew of the salvaging vessel $20,000 
for general salvage and to the officers 
and crew who participated in boarding 
and working upon the salvaged property, 
in the course of the salvage operations, 
in addition to the general salvage award 
specific special awards named by the 
court 

The salvaging vessel was not allowed 
award for normal wear and tear or the 
annual repairs and replacements. 

The award was not augmented by the 


eines parame Way to 
Assist Agents in Marine 


In order to provide additional service 
in connection with marine business in 
Maryland, Delaware, Virginia, West 
Virginia and the District of Columbia 
and assist agents in marine and inland 
marine production, Vice President G. G. 
Quirk of the Aetna Insurance Group 
has announced assignment of Special 
Agent Pennington H. Way, Jr., to that 
territory. 

Since July, 1946, Mr. Way’s headquar- 
ters have been in the Philadelphia 
branch office where he has been work- 
ing in association with Marine Manager 
W. J. Horner. A native of St. David’s, 
Pa., Mr. Way is a graduate of the Uni 
versity of Pennsylvania. Prior to his 
association with the Aetna Insurance 
Group he served as adjuster and later 
as special agent for one of the large 
fire insurance companies. 


TEXAS FIRE LOSSES RISE 

While complete 1947 fire losses in 
Texas have not been determined, the 
official record for the first eleven months 
shows a fire loss of $18,700,000 which 
surpasses the entire calendar year of 
1946, when Texas suffered a fire loss of 
$16,814,432. The loss for the first eleven 
months is the worst in history, accord- 
ing to Texas Fire Insurance Commis- 
sioner Marvin Hall. Hall said the num- 


ber of fire deaths and injuries in 1947 
would exceed the total of 456 in 1946. 





cooperative spirit of the crew of the 
salvaging vessel in entering into con- 
tracts performing service upon the sal- 
vaged vessel after she had been an- 
chored at Port Angeles, and while she 
was being towed from place to place to 
discharge her cargo and other purposes. 

These were not considered in evaluat- 
ing the salvage services. The commis- 
sioner’s opinion was adopted by the 
court that the services there rendered 
were pursuant to a voluntary contract, 
entered into by the members of the 
crew, and they had been paid current 
wages therefor. 

The owners of the wharf at which 
the salvaged vessel was docked after be- 
ing towed to port was given an award 
for the inconvenience and loss caused by 
the docking of the salvaged vessel for 
the time agreed on. The vessel broke 
loose from the wharf, by not being made 
sufficiently secure. The wharf owner 
was held entitled to an award for the 
cause—great damage to the wharf. The 
towboat company employing two tugs 
to bring the vessel to a safe place after 
it broke loose was granted an award. 

The second point was determination 
of the value of the salving vessel and 
the value of the salved property. In 
determining the latter the amount real- 
ized at public sale at which competitive 
bids were made and the amount for 
which the successful bidder sold the 
vessel were considered. 

The officers and members of the crew 
of the salving vessel were given partici- 
pation in the general award for salvage 
services to the officers and crew in the 
ratio that their base pay bears to the 
total award, the gunnery crew and a 
passenger being rated as able seamen. 


PRESENT AUTO LOSS DATA 





Higher Rates Sought in Virginia in 
Effort to Bring Fire, Collision 
Loss Ratio Down to 50% 
Companies writing fire, theft and col- 
lision coverage on automobiles in Vir- 
ginia have been given opportunity to 
additional information in their 
move to gain rate increases in that 
state. Following a two-day hearing last 
week before the State Corporation Com- 
mission, the hearing was adjourned until 
January 23 to afford them opportunity 
to get more data bearing on the case. 

They are asking the commission for 
authority to raise minimum rates on all 
fire, theft and collision coverages. They 
also wish to rewrite the system of judg- 
ing depreciation on passenger cars to 
allow for the present inflated values on 
used cars. The increases would run from 
26% to about 54% on collision insurance 
for most cars more than thirty months 
old. 

At last week’s hearing William D. Hall, 
actuary for the National Automobile 
Underwriters Association, produced evi- 
dence that existing rate schedules, even 
though they average 71% higher than 
rates of 1941, are inadequate to permit 
the companies to make a profit. He told 
the commission the companies are hope- 
ful that the loss ratio during the current 
years will be more satisfactory and that 
some reduction in rates may be asked 
if that proves to be the case. 

He pointed out that the companies 
are now experiencing an earned income 
loss ratio of 72.8% based on 1946 figures. 
A ratio of 50% is regarded as satisfac- 
tory for a reasonable return, he ex- 
plained. 


obtain 


Silver Is Remnnes by 
Fireman’s Fund in N. Y. 


L. J. Haefner, vice president of Fire- 
man’s Fund Group, announces the ap- 
pointment of E. V. Silver, Jr. as as- 
sistant manager of the Atlantic marine 
department. Mr. Silver has spent his 
entire business career with Fireman’s 
Fund, having joined them upon his 
graduation from Yale in 1929. He has 
specialized in inland marine lines and, 
in his new capacity, will continue to su- 
pervise metropolitan underwriting. 


Collision With Submerged Wreck 


About 1 am., February 8, 1944, the 
barge Farragut, located in the middle of 
the third tier of a tow in charge of the 
tug Baltimore, sank and became sub- 
merged near the Pennsylvania stake 
boat No. 740, off Bedloes Island soon 
after the cabin roof of the Farragut was 
awash. 

The Pennsylvania tug Pittsburgh soon 
removed two barges from the starboard 
side of the second and third tiers. The 
tug Baltimore was then lying alongside 
the barge Daly No. 38 at the port aft 
side of the tow. The sunken Farragut 
was then so much to the starboard of 
the two that it could easily be collided 
with. 

Two hours later the Baltimore made 
fast to the Daly No. 38, went astern, 
then went ahead on the starboard side 
of the tow, bringing the Daly No. 38 
into collision with the Farragut. The 
Daly No. 38 was extensively damaged, 
requiring it to be immediately beached 
at Ellis Island, where it sank. Expenses 
were also incurred in salvaging the 
barge and her cargo. 

The owner of the barge Farragut and 
the Pennsylvania Raiload Co., as owner 
of the tug Baltimore, petitioned for ex- 
oneration from and limitation of lia- 
bility. The Federal District Court for 
Southern New York entered decree in 
the consolidated actions in favor of the 
owner of the Daly No. 38 and also in 
favor of the owner of the cargo of coke 


laden on that barge against the Balti- 
more for their damages, with the usual 
order of reference. The libel against 
the tug Overbrook was dismissed with- 
out costs and the libel of the owner of 
the cargo of coke against the Daly No. 
38 and her owner. 

It was held that those in charge of the 
Baltimore were solely at fault for the 
collision because they knew or should 
have known of the location of the 
wreck, or should have taken steps to 
ascertain its position in that area. The 
Farragut and its owner were not to 
blame because there was no time to 
give her or her owner's officers the op- 
portunity to avoid the wreck. The 
Farragut, 71 F. Supp. 72. 


C.D. M. SHOWALTER DIES 

C.D.M. Showalter, aged 82, retired 
president of the Old Dominion Fire In- 
surance Company, Roanoke, Va., died 
January 6 at his home there. Death was 
attributed to a heart ailment. The 
deceased is survived by his widow, two 
sons and two daughters. Interment was 
in Evergreen Cemetery. 


ELIAS” A. SMITH DIES 
Elias A. Smith, retired vice president 
of the Utah Home Fire and last sur- 
viving member of its original incorpora- 
3 died in Salt Lake City at the age 
fe) 
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Pierce, Schurman Trustees 


Atlantic Mutual Companies 

Marvin Pierce, president of the Mc- 
Call Corporation, and George M. Schur- 
man, president of the National Bag 
Corporation, have been elected trustees 
of Atlantic Mutual Insurance Co. and 
Atlantic Mutual Indemnity Co., accord- 
ing to William D. Winter, chairman of 
the board of the two companies. 

Mr. Pierce joined the McCall Corpo- 
ration as assistant to the president in 
1921, was elected vice president and 
a director in 1936 and president in 1946, 
Mr. Schurman has been president of 
the National Bag Corp. since 1930 and 
is a director of the American Water 
Works & Electric Co. and the American 
Brake Shoe Co. 


Air Cargo, Inc., Approved 
By CAB for Airlines 


Approval of Air Cargo, Inc., establish- 
ing the consolidated ground — service 
organization for the scheduled airlines 
of the United States, has been announced 
by the Civil Aeronautics Board. Under 
the interline agreement approved by 
CAB, the seventeen participating carri- 
ers agree to utilize Air Cargo, Inc., for 
a substantial number of activities in the 
transportation of air cargo. 

The functions include operation of con- 
solidated ground terminals; operation of 
ground transportation incidental to air- 
line haul; facilitation of joint interline 
movement of air cargo over the lines 
of member carriers; arrangement for 
joint interline agreements and _ services 
with other common carriers for over- 
the-road hauls in connections with trans- 
portation of property by surface carriers 
and aircraft; and the provision of 
ground operations at designated points. 

Approval by the CAB of the Air 
Cargo, Inc., agreement was made _ sub- 
ject only to two conditions: (1) that 
Air Cargo, Inc. and its member air 
carriers apply to the board copies of 
such agreements and documents and 
submit such information in relation to 
the activities of Air Cargo, Inc. as may 
be prescribed or requested by _ the 
Economic Bureau of the Board; (2) that 
any holder of a certificate of public 
convenience and necessity issued by the 

30ard authorizing transportation of 
property by aircraft be authorized to 
participate in Air Cargo, Inc., as a 
matter of right. 

Airlines participating in the Air Cargo, 
Inc. program are as follows: All Ameri- 
can Aviation, American Airlines, Braniff 
Airways, Capital Airlines, Chicago and 
Southern Airlines, Colonial Airlines, 
Continental Air Lines, Delta Air Lines, 
Eastern Air Lines, inland Air Lines, 
Mid-Continent Airlines, National Air- 
lines, Northeast Airlines, Northwest 
Airlines, Transcontinental & Western 
Air, United Air Lines, and Western Air 
Lines. 
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In the command of every pleasure boat—be it outboard, inboard, 
or cruiser; cat, sloop, or schooner—the very first mate should be a 
Marine Insurance Policy ‘‘signed aboard” before the craft ever hits 
the water. 

1948 will be the greatest boating year in history! Thousands of 
trim, new craft will be launched. Hundreds of thousands of ‘‘old 
favorites’’ will be afloat, serving the pleasure needs of their owners. 
This is your opportunity for additional premiums through the sale 
of Marine Insurance. 


Now is the time to cultivate old and new skippers—to talk with 


FIRST MATE 


FOR EVERY SKIPPER! 


them about protecting their boating investment, eliminating the 
possibility of heavy financial loss from personal injury or property 
damage claims due to the operation of their craft. You'll find them 
interested, for they know the risks and the need for sound protection! 

A Marine Insurance Policy written through the Marine Office of 
America brings peace of mind to its owner. It represents sound 
coverage based upon nearly 30 years of specialized experience in 
this field. 

Write us TODAY for application forms and plan to get a healthy 


share of these additional premiums. 
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Morehouse Speaks on 
Surety Association 


ADDRESSES N. J. MANAGERS 


Says New Problems Arising Out of Rate 
Regulation Will Be Solved if Co- 
operative Attitude Continues 
Philip T. Morehouse, assistant secre 
tary, Surety Association of America, was 
ral key men of that organiza- 
tion who spoke during the past week be- 
fore local associations, picturing the new 
era into which the surety business is 
about to enter In a factual and illu 
minating talk, Mr. Mor ne use told the 
Suret U nderwrite Association of New 
eens y, January 8, in Newark that when 
t! joratorium period under Public Law 
15 ends on June 30, the so-c: alled new 
t hand and thereafter “rate 
control our business 





ne or seve 


era will be at 
egulation will 
Declaring that tl companies 
will embark upon tl road with 
lower rates and broader coverages than 
at any other point in their history, Mr. 
Morehouse was confident that new prob- 
lems arising out of rate regulation could 
be solved if a cooperative attitude con- 
tinues to prevail in the industry as 1t 
does at present. He warned his New 
audience, composed of leading 
bonding managers of the state, that the 
business would not have the same 
amount of rating freedom as in the past 
ind that rate increases will be more dif- 
ficult to get because Insurance Commis 
sioners will not approve such proposed 
increases until thoroughly 


satisfied that 
they are justified. 


e surety 
heir new 


Jersey 


Points to 16-Year Survey 


Mr. Morehouse called attention to the 
results of a sixteen-year experience sur 
vey of fidelity-surety operations in the 
period 1929 to 1944. Total premium vol- 
ume of fifty-eight stock companies en- 
tered in New York State included in this 
survey was $1,284,000,000 and the com- 
bined net underwriting profit was 7% 
A breakdown indicated that the profit 
was higher for fidelity than it was for 
the surety lines. During the sixteen- 
year period contract bond rates have 
been reduced by one-third and blanket 
bond rates are also much lower than 
prior to 1929. 

Mr. Morehouse gave a detailed picture 
of the new Surety Association of Amer- 
ica which represents a consolidation of 
operations of the old association and the 
Towner Rating Bureau. Rating func- 
tions of the latter bureau have already 
been transferred to the new association 
which has been qualified and licensed in 
the forty-two states where rate regula- 
tory laws have already been passed. In 
other states and territories the Surety 
Association also has replaced the Towner 
Bureau, and a special committee of ex- 
ecutives is now studying the situation in 
the few remaining states where regula- 
tory laws have not yet been passed. 
These are Missouri, Oklahoma, Rhode 
Island, West Virginia and District of 
Columbia. 

The speaker complimented the State 
Insurance Department of New Jersey 
upon its wisdom in getting legislative ac- 
tion on a rate regulatory bill far in ad- 
vance of other states and said that its 
pattern had been helpful as guidance to 
other states. However, four states have 
a regulatory pattern which differs from 
the others—California, Montana, Louis- 
iana and Virginia. Exp!aining their re- 
spective setups Mr. Morehouse said: 


California Rating Law 


“Under the California law companies 
are not required to file rates, and rating 





prohibited from exacting 
from their members an agreement as 
to the use of rates. If a company wants 
to use a rate different from the bureau’s 
it must set up its own rating methods 
and justify its right to use them.... We 
feel that we can live under the Califor- 
nia act. 

“In Montana the rating bureaus are 
required to file rates although independ- 
ent companies are not required to do so. 
Agents of the state were all set some 
weeks ago to test the validity of the 
law but we understand that they have 
given it up. 

‘The state of 


bureaus are 


Louisiana had rate regu- 
lation through a_ state-controlled com- 
mission long before any other state. The 
state makes its own rates for both casu- 
alty and surety business. The Surety 
Association acts in an advisory capacity 
to the State Commission and this ar- 
rangement has worked fairly well. Lately 
there has been some talk that Louisiana’s 
law will be changed. Independent com- 
panies feel that under it they are de- 
prived of freedom of operation. In 
Louisiana, as in Texas, every company 
must charge the same rates. Experience 
credits in these states have to be ap- 
proved in advance. 

“In Virginia surety rates (as well as 
casualty) must be filed with and approved 
by the State Corporation Commission. 
Rate increases or decreases must like- 
wise be approved by the Commission. 
Insurance is accorded the same treat- 


ment as any pubic utility body.” 


Tribute to Martin Lewis 

From October 23 when the new con- 
stitution and regulations governing the 
new Surety Association were ratified by 
the executive committee until Decem- 
ber 31 when rate filings in forty-two 
states had been approved, a mountainous 
volume of work had to be done by the 
statfs of both organizations. In this pe- 
riod of stress and strain, said Mr. More- 
house, the leadership of Martin W. 
Lewis was outstanding. He spoke highly 
of his patience, determination and abil- 
ity in directing such an _ important 
change-over in such a comparatively 
short time. 

It is not 


without regrets that the 


(Continued on Page 29) 


RALPH W. HAWKINS PROMOTED 
Resident Sieeumer in ‘Mane Amsterdam 
Casualty’s Newark Office; 23 Years 
With Company 
William T. Haynes, resident vice 
president of New Amsterdam Casualty 
in charge of its Newark branch office, 
announces the promotion of his close 
associate, Ralph W. Hawkins, to the 
post of resident manager of the same 
office. This recognition of Mr. Hawkins 
has been well received by Newark’s cas- 
ualty-surety fraternity, and at the Janu- 
ary luncheon meeting of the Surety 
Underwriters Association of New Jer- 

sey he received many compliments. 

This is Mr. Hawkins’ twenty-third 
year in the business and with New Am- 
sterdam Casualty, having started in the 
home office as a payroll auditor and 
after a year in Baltimore was transfer- 
red to Newark. Through the years he 
has acquired a well balanced working 
knowledge of all casualty and surety 
lines, with particular emphasis on the 
bonding end of the business. For the 
past few years he has been Mr. Haynes’ 
right hand man and has done an out- 
standing job in this capacity. Before 
entering the insurance business he spent 
a year or so in the construction field 
after attending Boston University. He 
is a past president of Surety Under- 
writers Association. 


N.Y. Casualty Managers 


Entertain Brokers, Press 

The Casualty Managers’ Association 
of New York entertained at its annual 
luncheon honoring the presidents of the 
several brokers’ organizations in and 
near New York City and the insurance 
press at the Drug & Chemical Club, 
January 12. 

Clarence A. Borst, vice president, 
United States Casualty Co., who was 
elected chairman of the organization at 
its December meeting, presided over the 
luncheon and he was assisted by Ashby 
E. Bladen, secretary and New York 
manager of the companies in the Aetna 
Insurance Group, immediate past chair- 
man. 

The following representatives of pro- 
ducers’ organizations were presented 
and spoke briefly: Presidents Lester D. 
Egbert, Insurance Brokers Association 
of New York; Leo Feldman, Independ- 
ent Insurance Brokers Association of 
Brooklyn; George F. Sullivan, Genera! 
Brokers Association; Charles Herbertz, 
Bronx Brokers Association; Vice Presi- 
dent Al Jaffee, B’klyn Insurance Brokers 
Ass’n; President George Ward, Queens 
County Ass’n of Local Agents. 



















Non-Cancellable Sickness and 
Accident Insurance for the needs 


you can’t foresee. 


Participating Life Insurance for 


the needs you can foresee. 

















MONARCH LIFE INSURANCE CO. 
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McKennett Succeeds 
Talbert With Zurich 


CHANGES AT N. Y. AND NEWARK 
Walker Newark Claim Head, Healy 


Assistant; Monroe Advanced; 
Talbert Continues as Counsel 


Fred A. McKennett, who has been 
superintendent of the Newark claim de- 
partment of the Zurich General Accident 
& Liability Insurance Co., has been ap- 
pointed claim manager of the eastern de- 
partment of the company with New York 
City headquarters, succeeding Rollin E, 
Talbert, who retired on January 1. Mr, 
Talbert continues as general counsel and 
will devote himself to supervision of all 
legal activities of the Zurich companies 
in eastern territory. Raymond J. Walker, 
former assistant superintendent of the 
Newark claim department, has been pro- 
moted to superintendent, succeeding Mr. 
McKennett. 

At the Newark office, Thomas J, 
Healy, who has been with the company 
since 1931, has been promoted to the 
position of assistant superintendent and 
he is succeeded by Milton Monroe, with 
the Zurich since 1941, as liability ex- 
aminer at Newark. 

In announcing these changes, United 
States Manager Neville Pilling paid 
tribute to Mr. Talbert and expressed 
satisfaction that the company will con- 
tinue to have the benefit of his services 
in legal matters. 


University of Missouri Graduate 


Mr. Talbert was born in Kansas and 
shortly thereafter moved to Missouri 
where he lived for many years. He was 
graduated from the University of Mis- 
souri with the degree of LL.B. (cum 
laude) in 1911 and engaged in the prac- 
tice of law until 1925, except for three 
years military service during World War 
I. In the law office of Rosenberger & 
Reed at Kansas City, Mo., he distin- 
guished himself in the preparation and 
trial of insurance company lawsuits. Mr. 
Talbert moved to New York in 1925 to 
accept appointment by the Zurich as 
head of its eastern claim department 
under John A. Diemand, now president 
of the Insurance Co. of North America 
Group, then assistant United States man- 
ager in charge of that office. 

Mr. McKennett started to work for 
the Zurich twenty years ago as adjuster 
in the St. Paul office, having previously 
been employed by the Globe Indemnity 
Co. as attorney and adjuster. In 1939 
he was transferred to Pittsburgh and 
appointed claim manager of the Zurich 
branch office in that city. Six years 
later he was transferred to Newark and 
for the past three years has been in 
charge of that office. He is a member 
of the Bar, familiar with all phases of 
claim and leg zal work and has a splendid 
background of experience for his new 
post. 

Mr. Walker is a native of New Jersey, 
he became associated with the Zurich 
as a claim adjuster in the Newark office 
in 1942 and was appointed assistant 
sueprintendent in 1945, 





O’Gorman & Young Agency 
Starts Radio Program 


O’Gorman & Young, Inc., one of New 
Jersey’s largest agencies, started a radio 
“spot announcement” program on Janu- 
ary 7 over Station WNJR which is the 
new broadcasting station of the Newark 
Evening News. From Monday through 
Saturday each week at 6:5414 pm. 
throughout the year this agency will 
have “spot announcements” of interest 
to insurance buyers, and on Sundays the 
same type of message will be heard at 
7:44Y%4 p.m. 

O’Gorman & Young is the first of the 
Newark agencies to go on the air with 
this type of program, and its officers are 
confident that a good job will be done 
in making business men and _ property 
owners of northern New Jersey more 
insurance conscious. 
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PROVIDENT L. & I. IN MASS. 


McNeill Appointed State Agent, Repre- 
senting All Departments; Was With 
Union Mutual Life 


Provident Life & Accident Insurance 
Co., Chattanooga, Tenn., announces its 
entry into the state of Massachusetts 
and with it the appointment of Clifton 
W. McNeill as state agent, representing 





CLIFTON W. 


McNEILL 


all departments, with headquarters at 
Boston. 
Mr. McNeill, whose return to Boston 


continues the familiar name of McNeill, 
in the insurance business in the Boston 
area family first started in 
the business in 1883, was formerly asso- 
ciated with the Union Mutual Life, 
Portland, Maine. He began his insurance 
career in Boston in 1931 as a special 
the Massachusetts Accident 
Co., subsequently becoming superintend- 
ent of agencies for the company. When 
it was reinsured by the Union Mutual 

1940, Mr. McNeill joined Union Mu- 
tual as superintendent of agencies of its 
accident department. Shortly thereafter, 
he was named a vice president, 
position he held at the time of 
recent resignation. 

Entry into Massachusetts 
thirty-eight the number of 
which the Provident operates. The com- 
pany, now in its sixty-first year, has 
just completed the most outstanding year 
in its history with record gains being 
made in every department. It is the 
eighth largest accident and health com- 
pany and ranks among the top 20% of 
the nation’s life companies. During the 
past decade, the company’s assets, life 
insurance in force, and accident and 
health premium income have increased 
approximately 300% 


where his 


agent for 


which 
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A. & H. PREMIUMS INCREASE 


Gordon Says 1947 Figure Will Be Over 
$800,000,000, a Rise of 15% 
to 18% Over 1946 
Premium income for accident and 
health insurance will be in excess of 
$800,000,000 for 1947, showing an increase 
of between 15% to 18% over the 1946 
total premium volume, according to 
Harold R. Gordon, managing director, 


Health & Accident Underwriters Con- 
ference. 
This total accident and health pre- 


mium income represents all classes of 
accident and health coverage including 
group and individual policies. It does 
not include Blue Cross or medical serv- 
ice plan premiums. 

Loss ratios on individual policy forms 
have increased while group loss ratios 
decreased. 


PROGRAM FOR H. & A. MEETING 
Open Forum Discussions to Feature 
Feb. 3-5 Gathering of Conference in 
Chicago; No Entertainment 

A big attendance is promised for the 
annual mid-winter meeting of the 
Health & Accident Underwriters Con- 
ference which will be held February 3-5 
at the La Salle Hotel, Chicago. In view 
of the major problems facing the con- 
ference and particularly those having to 
do with H. & A. regulation, standard 
provisions and the Commissioners’ edict 
on loss experience filing by policy forms, 
the agenda for this gathering is a full 
one and provides no time for entertain- 
ment, luncheons or dinners. 

George W. Kemper, Fireman’s Fund 
Indemnity, president of the conference, 
is expected to open the meeting Tues- 
day, February 3, with a word of wel- 
come following which open forum ses- 
sions are scheduled for both the morn- 
ing and afternoon. Another forum dis- 
cussion will start off the Wednesday 
morning program and thereafter Edward 
H. O’Connor, managing director, Insur- 
ance Economics Society, will tell of the 
1947 activities of his organization. That 
afternoon an underwriting session will 
take place. 

It is explained by Harold R. Gordon, 
managing director of the conference, 
that at the three open forum sessions in- 
formal reports on current problems will 
be submitted, and members will discuss 
problems which the companies face with 
Sonmeers Departments and legislation 
this year. 

On Thursday group and franchise in- 
surance sessions will occupy the morning 
hours and hospital and medical sessions 
are scheduled for the afternoon. 


W. R. Withers’ New Post 

William R. Withers has joined Fred 
B. Wittels & Co. of Newark, supervising 
general agents of Accident & Casualty 
Co. as otfice manager. Mr. Withers, 
World War II veteran who spent eight 
months in German prison camps, was 
formerly in the home office of Accident 
& Casualty where he handled liability 
underwriting. 

Interrupting his insurance career to 


join the Army he went overseas with 
102nd Cavalry and saw ETO active 
service in Africa, Italy, France and 


Germany—five years in all. Mr. Withers’ 
addition to the Wittels agency is in 
keeping with its expansion program. 


Samuel S. Perry Dies 
In Boston at Age 89 


Samuel S. Perry, 89, a vice president 
of the Micsonchaiantts Bonding & Insur- 
ance Co., since 1911, died in Boston 
January 13. He was the last surviving 


member of the class of 1880 at Dart- 
mouth College. He was a cousin of 


Horace Greeley and a nephew of Sam- 
uel Sinclair, partners in publishing the 


old New York Tribune. Mr. Perry 
studied law in the New York offices of 
Strong & Cadwalader, being a fellow 


clerk with Charles Evans Hughes, later 
Chief Justice of the United States. He 
was admitted to the New York State 
Sar in 1884. 


ASKS UPWARD COMP. REVISION 


Governor Dewey Recommends N. Y. 
Legislature Increase Benefits Under 
Workmen’s Compensation 
Governor Thomas E. Dewey of New 
York, in his annual report to the legis- 
lature last week, recommended that 
benefits under workmen’s compensation 
insurance be increased by the law- 

makers. 

In his report, Governor Dewey linked 
workmen’s compensation and unemploy- 
ment insurance, calling for upward re- 
vision in benefits of both on the ground 
that the high cost of living and present 
wage levels have in only a short time 
rendered obsolete the present maximum 
benefits. 

“Particularly victimized by the spiral 
of inflation,” he said, “are those of our 
citizens who receive workmen’s compen- 
sation benefits. Our present maximum 
weekly benefit rate is $28. That figure 
was set in 1944, and since then the pur- 
chasing power it represents has sharply 
declined while the wage levels upon 
which the present limits were based have 
risen markedly. 

“I therefore recommend that your 
honorable bodies review our present 
benefit rates and I urge that these be 
increased, particularly in cases of total 
disability.” 


LEGION POST HONORS SHORT 

Insurance Post No. 1081, American 
Legion, will entertain at a dinner honor- 
ing Past Commander John O. Short at 
the Park Central Hotel, New York City, 
January 26. 





Morehouse Speaks 
(Continued from Page 28) 


Towner Rating Bureau has passed out 
of the picture. It was formed in Sep- 
tember, 1909, to stabilize rates and to 
make rates for new coverages that might 
be needed. Within a short period of 
time the Towner Bureau became the 
nerve center of the surety business, and 
shared equally with the Surety Associa- 
tion of America (founded in 1908) in 
the development in this country of 
corporate suretyship. Mr. Morehouse 
thought that the Towner Bureau’s use- 
fulness reached its highest point in 
World War II and put on record that it 
had received commendation from both 
the War and Navy Departments for out- 
standing performance. 

He did not pass up the opportunity to 
pay well deserved tribute to company 
men who have served on the blanket 
bond committees of the Surety Associa- 
tion and who, over the years, have con- 
tributed so generously to the drafting of 
present day coverages. “We owe them 
a debt of gratitude,” he said. 
Unincorporated, Voluntary Organization 

Under the new setup the Surety As- 
sociation of America is an unincorpor- 
ated, voluntary organization whose gen- 
eral manager—Martin W. Lewis—reports 
to an executive committee. The associa- 
tion has eight separate divisions which 
correspond to those in the former setup: 
3ankers’ and brokers’ blanket bond, 
public official, court, fidelity and forgery, 
legal and claims, educational and ac- 


counting and statistical. Each of these 
divisions has its own advisory committee 
of seven companies. These committees 
concentrate on bond form drafting, rat- 
ing and rate adjustments. The two main 
departments of the association are rating 
and general activities, first of which is 
in charge of John Kirkwood, elective 
secretary, and the second headed by E. 
Vernon Roth, also an elective secretary. 
In addition there are appointive officers. 

Mr. Morehouse noted that the staffs 
of the two organizations, now combined, 
have grown from three employes to 
twenty-six. 

Closing his talk the speaker pledged 
that local associations around the coun- 
try would continue as in the past to be 
kept well posted on developments in the 
bonding field affecting their interests, 
and particularly in connection with regu- 
lation and legislation. In this connec- 
tion Mr. Morehouse was asked about 
the manual revision now under way, and 
said: “The revised fidelity section has 
been favorably received although, as a 
new product, it admittedly needs some 
polishing. Revision of the judicial and 
court bond sections will soon be com- 
pleted, and before the year is over the 
big job of wholesale revision of the en- 
tire manual, section by section, will be 
completed.” 

Mr. Morehouse was introduced by L. 
P. Hodgman, American Employers’, as 
president of the association, and upon 
the conclysion of his talk Paul Parris, 
Fidelity & Deposit, a past president, led 
a rising vote of thanks to him for an 
informative talk. 


Compiles Useful Kit 
For 1948 Safety Drive 


DIFFERS FROM 1947 PROGRAM 


Casualty-Surety Association Prepares 
Ads and Other Material for News- 
papers’ Highway Safety Campaign 





A series of five-column advertisements 
based on the Mother Goose theme, which 
point out the leading hazards to drivers 
and pedestrians urge care while 
traveling on streets and highways has 
been devised by the Association of Cas- 
ualty & Surety Cos. for newspapers. The 
advertisements are part of a 
and 
which will be furnished to all newspa- 
pers participating in the national high- 
way program the latter part of March. 

This is the second national highway 
safety campaign to be conducted by 
newspapers of the country. The first 
one began last June immediately follow- 
ing the President’s Highway Safety 
Conference in Washington, with na- 
tional, regional and state press associa- 
tions participating. It is estimated that 
advertising lineage used in the 1947 cam- 
paign was in excess of $2,500,000 with 
approximately the same amount of Space 
donated to feature articles, editorials 
and photographs warning against traffic 
accidents. Over 8,000 daily and weekly 
newspapers cooperated in the 1947 cam- 
paign. 

Newspapers Request Material 


and 


“safety kit” 


of advertising editorial material 


The press and newspaper associations, 
the motivating force behind the cam- 
paigns, requested the Association of 
Casualty & Surety Companies to com- 
pile and coordinate distribution of the 
educational material for the 1948 cam- 
paign. 

Last year’s campaign began with the 
Pennsyivania New spaper Publishers As- 
sociation and was quickly adopted by 
several others with the assistance of the 
Association of Casualty & Surety Com- 
panies. With the cooperation of the 
American Newspaper Publishers Asso- 
ciation, the nationwide campaign was 
under way within a few months. 

The 1948 edition of the campaign will 
differ from last year’s program in sev- 
eral ways. A change of pace in the ad- 
vertising copy, shortening the campaign 
to ten units instead of thirteen, leaving 
the opening date fluid, are the most im- 
portant. 

Copy headings and illustrations of the 
1947 advertisements depended upon the 
element of shock to get over their safety 
message to the reader. The 1948 ads are 
in a lighter, but not humorous, vein— 
featuring Mother Goose illustrations and 
jingles about traffic safety. Brief, to- 
the-point copy under the jingles dispels 
any idea that the annual traffic slaugh- 
ter can be taken lightly and points out 
safety practices for 4voiding death and 
injury. Space is provided at the bottom 
of each ad for sponsor names. 


Complete Educational Campaign 


Each safety kit, containing the com- 
plete educational c: amnpaign, will include 
ten advertisements in mat form (five 
columns by fourteen inches deep), ten 
editorials on traffic hazards, ten feature 
articles and ten spot sketches in mat 
form to go with the articles. The units 
of the cz ampaign are undated and can be 
used by newspapers in safety programs 
ranging from ten weeks to ten months. 

Press association managers estimate 
that approximately 65% of the newspa- 
pers active in the 1947 highway safety 
campaign published an average of 80% 
of all the material furnished in the 
safety kit. Most of the others published 
from small to substantial parts of the 
material. It was pointed out that in al- 
most every community where the ma- 
terial was used insurance men were 
wholeheartedly behind the program. A 
great deal of safety advertising space 
was purchased by insurance producers. 
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Congressmen -Debate 
Truman Health Proposal 


IS SHARPLY DRAWN 
Survey Shows Scant Chance of Passage 
of Murray Bill; Controversy Stirred 

Up'in Washington 


ISSUE 


A survey of eelecteil Senators and 
Congressmen conducted by the Wash- 
ington correspondent for this publica- 
tion reveals that prospects for the health 
program advocated by Presi- 
his state of the nation 
amount to “no 


insurance 
dent Truman in 
message to Congress 
chance at all.” 


Second only to the forty dollars per 
person tax credit feature of the mes- 
sage which, itself, appears to be due for 
an early burial, the health insurance 


program has stirred up a storm of con- 
troversy in Washington. 

The President termed 
quate provision for the 
the greatest gap in the social security 
structure; and in the light of his pre- 
vious statements, there was little doubt 
that he was calling for the enactment of 
the Murray national health insuance bill. 


Taft Attacks Proposal 
opposition lost no 
the President’s pro- 
address replying to 
the state of the union message, Senator 
Robert A. Taft (R., Ohio), a candidate 
for the presidency and the author of the 
health bill based on grants-in-aid to the 
states, termed the statement that most 
people cannot afford to pay for neces- 
sary me a « care “a gross exaggera- 
tion.” He labeled the proposed compre- 
hensive insurance system “a kind of 
catch-all Beveridge plan for the United 
States which would take about 18% of 
payroll, or about twenty billion dollars.” 
Senator Taft included in this estimate 
the present levies for old age and un- 
employment insurance, plus the addi- 
tional four or five billion dollars which 
he said would be required by the health 
insurance program alone. 
The national health 
taxation, not insurance at all, Mr. Taft 
said, and would entail the “providing of 
free medical care to all the people of 
the United States.” He again charged 
that the program would socialize and 
nationalize medicine 

“Under the President’s health pro- 
gram,” he declared, “three or four bil- 
lion dollars would pour into Washington 
from payroll taxes or other taxes to be 
used by a Washington bureau to pay all 
the doctors in the United States to give 
medical service to all the peop'e in 


“lack of ade- 
nation’s health” 


The Republican 
time in attacking 


posals. In a radio 


plan mg? be 


free 
the United States. That means, in ef- 
fect, that all the doctors would become 


employes of the Federal Government. 
It means that the Government by regu- 
lation would determine when any family 
could have doctor come to vine home, 
and when they would have to go to the 
clinic or the hospital, whether shew could 
have X-ray treatments or special medi- 


cine and the whole character of their 
medical treatment. Certainly, nothing 
could more intrude into the freedom of 


the American family than Government 


medicine of this kind.” 
Support Taft Viewpoint 


Other Senators and Congressmen 
representing the Republican party 
aueried by this correspondent indicated 
almost solid support for Taft’s view- 
point. Support on the Democratic side 
for President Truman’s health program, 
however, was found to be far from 
unanimous. In fact, there is a serious 
split on the issue within the party. 

The survey, boiled down to its essen- 
tials, indicates that even if the Demo- 
cratic party were the majority party the 
Murray health bill which the President 
backs would stand little chance of en- 
actment. With the Republicans in con- 
trol of both houses of Congress that 
little chance becomes none at all. 

Senater James E. Murray (D., Mont.), 
author of the health bill embodying the 
President’s requests, stated that Mr. 


“strong reendorsement of na- 
insurance as the only way 
by which the American people can af- 
ford American medical care” represents 
a “vigorous attack on one of our major 
domestic problems. 

“Senator Taft’s recent challenge to the 
President to make health insurance an 
issue has been accepted,” Senator Mur- 
ray continued. “As against Taft’s pro- 
posal for charity medical care paid for 
from state and Federal treasuries, the 
President has again called for compre- 
hensive medical care paid for in the 
American way of insurance. Unless the 
Congress quickly enacts a health insur- 
measure, the proposed tax rebate 
so sorely needed by each family to pay 
for food, clothing and shelter can be 
eaten up by a single surgical operation.” 

Disagrees With President 

Commenting on the state of the Union 
message, Senator Alexander H. Smith 
(R., N. J.), one of the co-sponsors of 
the Taft health measure, said that he 
disagrees flatly with President Truman’s 
belief that most of the American people 
cannot afford adequate medical care. 
“We simply do not have the facts to 
bolster such an assertion,’ Senator 
Smith declared. 

“T am unalterably 
form of compulsory 


Truman’s 
tional health 


ance 


opposed to any 
health insurance,” 


he added, “and believe grants in aid to 
the various states would be a_ better 
solution. An over-all Federal plan 


be- 


would not be practical at this time, 


Hunt Gets Additional Post 
With American Surety Group 


At executive committee meetings of 
the American Surety and its affiliates, 
New York Casualty and Surety Fire 
Insurance Co., A. H. Hunt, Jr., a vice 
president, was elected to the additional 
office of treasurer to succeed William 
Goetz, who has retired. 

Mr. Hunt entered the employ of the 
American Surety Group in August, 1940, 
and was placed in charge of the securi- 
ties investment division. He was elected 
assistant treasurer in 1941, assistant vice 
president in 1944, and vice president in 
January, 1945, 





cause of our limited knowledge of the 
operations of such a program.” 

Smith believes that persons at the ex- 
treme of the American economy are get- 
ting adequate medical care. The wealthy 
can afford it and the indigent get it, he 
believes. His concern, he said, is for 
the white-collar class for whom a health 
emergency 1s also an economic catas- 
tarophe in some cases of illness. 

Senator Murray replied to Senator 
Smith by pointing out that under the 
Taft-Smith proposal only the indigent 
would benefit and the white-collar 
workers and middle classes would get 
no-help, because of the provision estab- 
lishing a “means” test as a prerequisite 
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Mass. Auto Law Faces 
Many Proposed Changes 


VARIETY OF BILLS ARE OFERED 





Most Fail to Remews Two Defects in 
Present System; Merit Rating 
Plan Worthy of Note 


A variety of bills for changes in the 
Massachusetts compulsory automobile in- 
surance statute—the only law of its kind 
in the nation—await action by the 1948 
Massachusetts legislature. 

Difficulties experienced under the 
Massachusetts measure attract far- 
reaching interest because of recurrent 
proposals for the enactment of similar 
laws in other states. 

Although the trend in other states has 
been toward increasing adoption of more 
stringent motorists’ financial responsi- 
bility laws rather than outright compul- 
sory insurance, proposals for the latter 
are certain to be raised this year in 
some states. Last year compulsory in- 
surance was unsuccessfully proposed in 
at least fourteen states. 

An editorial in the Boston Herald 
(January 6) serves well to describe the 
Massachusetts situation. “Massachu- 
setts seems determined to keep its com- 
pulsory automobile insurance alone of all 
the states, but equally determined to 
tinker with it,’ says the editorial. 

Any new amendment, according to the 
editorial, should correct the two major 
defects in the present system without 
inviting new inequities. First, zoning of 
rates is an inexact determination of risk. 
The other defect is that financial incen- 
tive to drive carefully is lessened under 
the present set-up. Yet most of the 
proposals merely substitute new prob- 
lems for the old. 

Reviewing some of these proposals, 
the editorial points out that the many 
bills providing for uniform rates, in place 
of the zoning system, would remove 
what little incentive there is left for 
careful driving. 

Commenting on the proposal to make 
insurance costs uniform by a two-cent 
additional tax on gasoline and increased 
registration and license fees, the edi- 
torial says it “has the virtue of making 
everyone pay somewhat in proportion to 
the driving he does, but provides no 
safety incentive and puts the state into 
the insurance business.” 

The merit rating plans whereby acci- 
dent-prone owners would pay more and 
careful owners less are looked upon as 
fair and just. The major difficulty here 
is one of setting up a simple system of 
classification. If this can be worked out, 
it is felt that a financial incentive for 
safe driving would be present and at 
the same time the difficulties of zoning 
would be removed. 

One bill in the state Senate tackles 
the problem of classification by provid- 
ing three rates of premiums: a_ basic 
rate for those with no record of acci- 
dents, an intermediate rate 50% higher 
for those with a record of minor acci- 
dents, and a 100% higher rate for those 
with a bad record. Although it presents 
a variety of complications and is hard 
to administer, it is looked upon as 
worthy of consideration since it is fairer 
than the zoning system and introduces 
a responsibility factor. 





F. & D. EXECUTES BOND 

Long Beach Harbor Commission, Los 
Angeles, has awarded the contract Sec- 
tion C, Pier C., dredging and hydraulic 
filling to the Guy F. Atkinson Co., and 
the Franks Dredging Co., both of San 
Francisco, as joint venturers, at their 
bind of $436,914 and all the remainder 
of the work save the filling under Sec- 
tion E to the United Construction Co. 
. Chicago, at its bid of $2,261,056. Fidel- 
ity & Deposit Co. of Maryland will exe- 
pc the bonds on the work, the Atkinson 
and Franks portion being written 
through the San Francisco office of 
the company and the United portion 
through Conklin, Price & Webb, Chi- 
cago general agents of the company. 
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HODSON GOES WITH ZURICH 





Named Superintendent of Casualty Sales 
Division; Will Be in Charge of 
Safety Zone Program 
Robert D. Hodson took up his duties 
last week as superintendent, casualty 


sales division of the Zurich General and 
American Guarantee Cos. He will be in 
charge of all sales promotion work, in- 





ROBERT D. HODSON 


cluding the safety zone program, and also 
the development and direction of plans 
for the sale of various classes of business 
and individual policy forms. 

Prior to his appointment by the Zurich 
Mr. Hodson was connected with the 
Aetna Casualty & Surety Co. for the 
past seventeen years. He was superin- 
tendent of agents in the Aetna Detroit 
office for the last five years, agency 
supervisor in the Cook County territory 
from 1938 to 1942 and special represen- 
tative from 1931 to 1937 handling spe- 
cial production assignments in Illinois 
and Indiana. Mr. Hodson started his 
insurance career as a field representative 
for the Travelers in 1925, and after three 
years in that position he spent an equal 
time as manager of the insurance de- 
partment for James M. Whelan & Sons, 
Chicago Heights, IIl. 

Mr. Hodson has been active in sev- 
eral insurance organizations. He founded 
and served as first president of the In- 
surance ‘Board of Chicago Heights, and 
he is a member of the Insurance Feder- 
ation of Illinois, Illinois Field Men’s As- 
sociation and Casualty Underwriters 
Club of Chicago. He is also a trustee 
of the First Unitarian Society of Chi- 
cago, treasurer of Lombard College and 
Meadville Theological School and trus- 
tee of the First Congregational Society 
of Detroit. 

The appointment of Mr. Hodson marks 
the establishment by the Zurich of a 
well-organized casualty sales division. 
Although making his headquarters at the 
general offices of the Zurich in Chicago, 
he will also coordinate the sales promo- 
tion activities in all branch offices 
throughout the country for the develop- 
ment of casualty and fidelity lines. 


Hartford A. & I. Gains 


35% in Premium Volume 


The Hartford Accident & Indemnity 
Co. wrote $90,454,773 in premiums during 
the year 1947. This represents a gain 
of 35% over the previous year and is 
the largest volume of business in the 
company’s history. This premium vol- 
ume was distributed as follows: 

\ccident and health $1,856,576; auto- 
mobile $39,076,449; general liability $13,- 
446,615; workmen’s compensation $25,- 
345,239; burglary and theft $4,242,175; 
glass $957,201; fidelity and surety bonds 
$5,530,518. 








SELF-INSURANCE DEFINITION 





Pennsylvania Department Defines Rules 
and Regulations Under State Law 
Covering Casualty Insurance 

Insurance Commissioner James F. 
Malone, Jr., of Pennsylvania, has issued 
a ruling with respect to insurance cov- 
ering loss in excess of at least $10,000 
from any one event issued to self-in- 
surers as defined in rules and regula- 
tions which the Insurance Commissioner 
shall promulgate where the rate is not 
made by a rating organization. The 
ruling is as follows: 

“For the purposes of this section of 


the act, a self-insurere is hereby de- 
fined as a person, firm or corporation 
which retains for its own account, with- 
out benefit of insurance, at least the 
first $10,000 of any loss resulting from 
any one event or occurrence of a kind 
against which insurance may be pro- 
vided under a policy or bond which may 
be written in the commonwealth of 
Pennsylvania by any authorized stock 
or mutual casualty insurance company, 
association or exchange. Any insurance 
policy or bond issued to cover loss in 
excess of the amount retained by the 
insured for its own account shall con- 
tain a warranty that the insured under 











NEW AGENCY AT ERIE, PA. 


James F. Tanner and John T. Colwell 
have formed a general insurance busi- 
ness under the firm name of Tanner & 
Colwell at Erie, Pa. The firm repre- 
sents Aetna Life Affiliated Cos. and the 
Home Insurance Co. 





such policy shall carry the said amount 
for his own account and without benefit 
of other insurance for such retention 
during the entire term of the excess in- 
surance policy or bond.” 
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REINSURANCE 


LESSENS THE SHOCK! 


HE CONTINUITY OF INDUSTRY 


leading to a finished product 


often begins in far-off places. At any 
mile post in production, catastrophes 
may occur regardless of mechanical 
precautions. These contingencies can 
only be met by the foresighted pur- 


chase of adequate reinsurance. 


We offer wide experience and ex- 


tensive facilities to assist you in ar- 


ranging this necessary protection. 


Casualty, Fidelity 


& Surety Reinsurance 


EXCKSS 


INSURANCE COMPANY OF AMERICA 


NINETY-NINE JOHN ST., 
NEW YORK 7, NEW YORK 
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Helpful Hints to A. & H. Men Given 


By Richards on “Selling Larger Buyer” 


Admitting that the larger buyer of 
\. & H. insurance is a hard man to see, 

ee J. Richards, general agent of the 
Monarch Life Insurance Co. in Hartford, 
gave some tips to underwriters in a re- 
cent talk before the New York Chapter 
of the National Association of Accident 
& Health Underwriters. His address 
was entitled “Selling the Larger Buyer.” 


Taking the position that if 20% of the 
population owns 80% of all life insur- 
ance, Mr. Richards argued that this 


upper income group represents a sub- 
stantial market for disability insurance. 
By their ownership of such a large 

i of life insurance, this seg- 





prop 

proj 

ment he population realizes the im- 
portance of providing adequate income 
t death and old age. It then becomes 


the job of the underwriter to arouse a 
re of security among this group dur- 
ing periods when that same income 
becomes impaired either through acci- 
dent or sickness. For it is during these 
periods of disability that their expenses 
will usually exceed their income. 
Income Groups 

This higher income group is divided 
into two categories of buyers: those 
whose income is derived from personal 
services, such as doctors, dentists, and 
whose incomes continue only 
» they are on the job; and the sec- 
group consisting of business own- 
ers, executives and higher salaried de 
partment heads. 

Regarding the former group, their in 
comes disappear entirely when they 
cease activities. Yet in most cases thev 
still have continuing business expenses 
plus their home expenses with which 
to contend. Mr. Richards finds that 
many of these men are content with a 
contract providing $200 a month when 
they actually need $600 to $800 a month. 
With this class of buyers, then, the 
problem to be met is one of adequate 
replacement income. 

The buyers in the second category are 
faced with a loss of income problem 
that is not readily apparent to them. 
Because they continue to draw income 
from the business during periods of dis- 
ability, many assume that no financial 
difficulty results from such periods of 
disability. However, they neglect to take 
into account that in their absence, some- 
one must be hired to replace them. 
Although immediate income may not 
be reduced, this expense will reduce 
future net profits. Add to this all the 
medical expenses plus the current ex- 
penses for operating his home and you 
have a tidy sum that must be paid out 
of future income or cash reserves. The 
point to be realized by these men, urges 
Mr. Richards, is that such funds will 
never be replaced. 

3 Ways to Meet Bills 

To bring out the practicality of own- 
ing insurance, Mr. Richards stated that 
during a prolonged period of disability 
bills can only be met in any one of 
three ways: by using cash _ reserves, 
going into debt, or by buying an in- 
come plan that will increase income dur- 
ing those periods of higher expenses. 
The cost of such a plan is only three 
to four cents on each dollar needed. 
Compare this, Mr. Richards points out, 
with the first two methods of meeting 
such expenses. The cost there is 100 
cents on the dollar, compared with three 
cents. 

Acknowledging the need for more 
insurance by the larger buyers, Mr. 
Richards says that one of the major 
problems to be faced by the salesman 
is getting past the “barriers” set up by 


others 








GEORGE J. RICHARDS 


these larger buyers—the telephone in- 
formation girl, his personal secretary, 
and the fact that he, himself, may be 
too busy to see anyone. Another prob- 
lem is to create enough interest so that 
they will listen to the sales talk. 

Usually, says Mr. Richards, these men 
own a fair amount of life insurance 
sold to them by a friend or some broker 
whose service has been satisfactory. 
Sellers of A. & H. insurance are there- 
fore in a unique position to create inter- 
est for their product because these 
larger buyers often think they are being 
approached for life insurance, when 
A. & H. is actually quite different. 

Use Personal Letter 

To arouse his interest about some 
exclusive clause or benefit in the con- 
tract the use of a personal letter or 
pre-approach mailing piece is considered 
the best method of getting the informa- 
tion to him. In this personal device the 
exclusive feature should be clearly out- 
lined, such as its “non-cancellable” fea- 
ture. And if it is a good health contract, 
Mr. Richards urges that you “bring out 
the fact that out of every 100 claims, 
seventy come from sickness, only thirty 
from accidents, so that if he is carrying 
accident only, the frequency of claims 
may tend to make him investigate fur- 
ther.” Mr. Richards advises against 
showing premium cost because if any 
of the special features interests him, 
chances are he will seek out the seller 
for the price. The importance of being 
absolutely frank in these letters and the 
use of very low pressure was stressed. 
Recommendation was also made to close 
each letter with what is sometimes 


Sun Life to Get Power to 
Write A. & H. Insurance 


A new by-law of the Sun Life Assur- 
ance Co. of Canada is to be introduced 
at the next annual general meeting on 
February 10, whereby the company will 
be empowered to write the business of 
accident insurance and also that of sick- 
ness insurance. 

It is understood that there is no 
intention of the company to develop 
this new field immediately, but the di- 
rectors feel that it is desirable to have 
the authority to transact such business 
should the occasion arise. 


STEFFEN !S GENERAL AGENT 


Appointment of Leo A. Steffen of 
Dubuque as general agent for the Provi- 
dent Life & Accident Insurance Co. et 
Dubuque, Towa, is announced. Mr. Stef- 
fen will serve as general agent for 
northwestern Iowa, southwestern Wis- 
consin and northwestern Illinois. He has 
been associated with the company since 
November 11, 1947. Mr. Steffen has 
been active in city and state life in- 
surance circles and is a charter and 
life member of the Iowa quarter million 
dollar club. 





called a “hook,” such as, “I will take 
the liberty of dropping in to see you 
es ge 

Once in the prospect’s presence, the 
well organized sales talk should make 
him see his “loss of income” problem 
clearly, fix the problem firmly in his 
mind, then offer a sound and economi- 
cal solution to his problem, motivate 
him to act now, and, finally bind the 
prospect and the company by payment 
of premium or a substantial deposit. Of 
inestimable value in reaching the prospect 
and in getting his confidence is to use 
names of prior buyers personally known 
to the prospect. 


Prospecting Methods 


To those who wish to develop this 
“better buyer” market, Mr. Richards of- 
fers a word of advice not to change pres- 
ent successful sales methods suddenly. 
A gradual process of adding a few pre- 
approach letters to the present schedule 
is recommended. In prospecting upward, 
Mr. Richards suggests asking present 
policy owners for the names of superiors 
in their companies, the owners, the 
executive officers and department heads. 

The endless chain method of prospect- 
ing from one “better buyer” prospect 
to another was also suggested. It can be 
accomplished by finding out who the 
various members of his club are, who 
are the women with whom his wife 
associates at her social functions—their 
husbands have a need for income re- 
placement—who are the key executives 
or partners in his business, and who are 
his neighbors—their income brackets will 
usually be the same. 

Using these prospecting methods, Mr. 
Richards believes that eventually four 
or five qualified “better buyer” pros- 
pects should be developed daily. This 
will amount to about a thousand a year. 
From this number Mr. Richards feels 
that “with a normal amount of sales 
ability and the necessary finesse on the 
approach you can not help but obtain 
more and larger sales.” 
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Moore Vice President of 


C. J. Simons Co., Newark 


Frank H. Moore has been made a 
vice president of C. J. Simons & Co., 
Newark, N. J. Mr. 
Moore came to the 
Simons agency in 
1943 as manager 
of the accident 
and health depart- 
ment and _ was 
soon promoted to 
supervisor, then 
manager of the 
rapidly expanding 
group and pension 
trust department. 

The Simons Co. 
is one of the Con- 
tinental Assurance 
Co.’s leading 
agencies in this 


field. 
NEW COURSE FOR A. & H. MEN 








Frank H. Moore 





Will Stress Selling Problems at Univ. 
of Utah; O. J. Breidenbaugh to 
Instruct From Feb. 2 to 13 

After the A. & H. insurance course 
at the University of Utah, Salt Lake 
City, last February proved so success- 
ful, plans were immediately projected for 
a similar session this spring. Again 
O. J. Breidenbaugh, secretary-treasurer, 


National Association of Accident & 
Health Underwriters, will act as in- 


structor of this nationally know course, 
scheduled from February 2 to February 
13. at the University of Utah Union 
Building. 

Meeting from 9 a.m. to 4:30 p.m. each 
day, Mondays through Fridays, class 
members will concentrate on practical 
problems involved in selling A. & H. in- 
surance, but the flexible schedule also 
encourages discussion of particular in- 
terests within the group in special semi- 
nars conducted by successful managers 
and agents in the field. Cost per stu- 
dent for the complete course including 
all instructional materials and supplies 
is fifty dollars, and this course has been 
approved for on-the-job training by the 
Veterans’ Administration. 

In view of present trends toward or 
actual requirements of state licensing 
of A. & H. agents, this short-term 
course will prove invaluable to those in 
or entering the field, for the comprehen- 
sive scope presents excellent preparation 
for meeting state qualifications. As spe- 
cial inducement, several managers have 
offered to pay tuition of employes at- 
tending the school, and_ post-school 
check-up reveals an average of 44% in- 
crease in productivity by agents. 
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Partington to Supervise Policy Forms 
and Rate Filing Activities Under 
New Supervisory Laws 


Paul L. Partington has joined the 
home office staff of the American Casu- 
alty Co. of Reading, Pa. 


Prior to his appointment, Mr. Parting- 





PAUL 


ton served as 


L. PARTINGTON 


superintendent of the 
department of the Seaboard 
Surety Co. in New York for four and 
a half years. that time, he was 
a supervising underwriter of compensa- 
tion and liability for ~ Massachusetts 
Bonding & Insurance Co. in New York, 
where he also eoies special risks. In 
addition, Mr. Partington has been affili- 
ated with the engineering and under- 
writing departments of the Lumbermens 
Mutual Casualty Co. 
In his new connection 
ican Casualty, Mr. 
pervise the policy 
activities required 
pervisory laws. 


casualty 


3efore 


with the Amer- 
Partington will su- 
forms and rate filing 
under the new su- 


REWARDS HIT-RUN INFORMERS 
Rochester Board Gives $50 in Each Case 


for Information Leading to Driver 
Arrest and Conviction 

A standing reward of fifty dollars in 
each case for information lez ding to the 
arrest and conviction of “hit-run” driv- 
ers 1s announced by the Underwriters 
3oard of Rochester, N. Y., according to 
Louis Hawes, board secretary. 

“Our police department and other law 
enforcing authorities in the city and 
— are doing a fine job in appre- 
hending drivers who fail to stop when 
involved in an accident,” said Secretary 
Hawes. “Of course it is the duty of 
every citizen who witnesses such an 
accident to report promptly to the police 
the license number and any other in- 
formation he may have which will assist 
in apprehending the person who runs 
away from an accident in which he is 
involved; but we feel that a person who 
comes forward with important evidence, 
thereby assisting the police in locating 
these hit-skippers should be rewarded 
for his alertness and his service to the 
community in helping to rid the streets 
and highways of this particular species 
of undesirable and despicable motorist.” 

No sooner had the reward been an- 
nounced in the Rochester daily papers 
than two witnesses, a man and wife, 
came forward with the license number 
and description of a hit-run motorist 
who had knocked down a pedestrian and 
fled the scene some ten days previously, 
which case had baffled the police. The 
hit-runner, a prominent citizen, was ar- 
rested and is being held for trial. The 
two witnesses saw the article in the pa- 
pers and decided to collect the reward. 


R. C. GRISWOLD RETIRES 
With Aetna C. & S. Nearly 49 Years; Is 


Succeeded at Indianapolis by 
Irwin W. Sturgeon 

Robbins C. Griswold, manager of the 
Indianapolis office of the Aetna Casu- 
alty & Surety Co. has retired after 
nearly forty-nine years of service with 
the organization and has been succeeded 
by Irwin W. Sturgeon, who has been 
associate manager of the Indianapolis 
office for the past several years. 

A native of Hartford, Mr. Griswold 
joined the Aetna organization in 1899. 
He was transferred to the Indianapolis 
office as cashier in 1908. He was subse- 
quently appointed assistant manager and 
in 1922 was named manager. 

He is a former president of the Indi- 
ana Insurance Federation and a member 
of the Casualty & Surety Managers As- 
sociation and the Indiana Casualty & 
Surety Field Club. He is a director of 
the Indianapolis Athletic Club. 

Born in Cohoes, N. Y., Mr. Sturgeon 
attended the local high school and But- 
ler University. He entered the life in- 
surance field in Indianapolis and later 
transferred to a bonding company. After 
serving in the United States Army dur- 
ing World War I, he joined the Aetna 
organization in 1919 as a special agent. 
He was subsequently promoted to chief 
underwriter and was named assistant 
manager in 1930. He was promoted to 
associate manager in 1941. 

Mr. Sturgeon is a former president of 
the Casualty & Surety Managers Asso- 
ciation and a member of the legislative 
committee of the Association of Casualty 
& Surety Companies. 


PROMOTIONS AT MINNEAPOLIS 


North American L. & C. Makes Schole- 
field Vice President—Other Promo- 
tions Announced by Skoglund 

President H. P. Skoglund of the North 
American Life & Casualty Co., Min- 
neapolis, annonuces the following pro- 
motions: 

J. E. Scholefield, director of agencies, 
has been made vice president in charge 
of agencies. H. C. Dunkley has been 
appointed actuary; I. W. Kimmerle, per- 
sonnel manager since 1946 has been ap- 
pointed assistant vice president. J. Rod 
Springob, assistant director of agencies, 
was elected second vice president to head 
agencv operations on the west coast. 

>. P. Palm, advertising manager, has 
been elected vice president in charge of 
advertising and public relations. W. E. 
Sather, head of premium accounting, was 
named auditor. 

OPENS OFFICE IN TUCSON 

The United States Fidelity & Guz aranty 
Co. has opened a claims office in 
Tucson, Ariz., to serve the company’s 
clients in that state. Logan C. Gipe is 
manager of the new office, which is 
under the jurisdiction of the Southern 
California branch office at Los Angeles. 
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Leon Gilbert (Equitable Life) Simon 
writes in to say: “Since you refer so 
continuously to the distinguished beauty 
of Miss Catherine 
(Loyalty Group. 
Chicago) Meade, I 
offer the sugges- 
tion that you pub- 
@ lish her picture in 
@ your column. Then 
a jury of your 
readers could af- 
firm the many 
statements you 
have made of the 
young lady’s radi- 
ant charms.” Not 
being one to light- 
ly ignore sagacity 
at its best, we 
commissioned our 
columnal cartoon- 
ist and illustrator, 
Dick Borden, to take the matter in hand. 
He made a round trip flight from the 
Editorial Offices, induced the fair Cath- 
erine to sit for her portrait, and came 
up with a result used to decorate this 
column. We hope Leon is now satis- 
fied, if only temporarily. 

es 





Our good friend, Les (radio) Tre- 
mayne, who is heard on more programs 
than any other important broadcaster, 
and who holds forth mainly on “Read- 
ers Digest of the Air” (CBS) Thursday 
evenings and “Joyce Jordan” (NBC) 
week-day mornings, told us a funny one 
the other yawning, about the time when 
John Barrymore was taken ill just a 
few hours before a scheduled broad- 
cast. It was necessary to make a last 
minute substitution and Orson Welles 
took his place. After the broadcast, 
the director went over to see .Barry- 
more at his hotel, told him the program 
had gone over nicely and that his place 
had been taken by Orson Welles. Barry- 


more asked “What are they?” 
* x Ox 
Miami statistics, as figured by Don 


(Washington National) Wellenkamp, 
— makes this “on-the-spot” observa- 





(Automobile Excepted) 








COAL OPERATORS mite 
CASUALTY COMPANY —eeea 


GREENSBURG. PENNSYLVANIA 











tion: “A cab driver told me there are 
more than 350 hotels in this town and 
more going up every day. Well, the 
shopkeepers have to have a place to 
live, and it would take 100 hotels to 
house the cafeteria and fruit juice stand 
proprietors alone.” 
* * x 


Charles C. (London Life of Canada) 
Johnson, one of our most reliable 
contributors, is telling the story of a 
Swedish farmer who wanted to make his 
home permanently in the U.S.A. When 
he appeared for his naturalization pa- 
pers, he was asked if he was satisfied 
with general conditions in the country. 
“Ya, sure,” he said. “And does this 
government suit you?” he was asked. 
“Well, ya, mostly,” he replied. “only I 
lak see more rain.” 

* * * 

We know a fellow who is so thin he 
looks like a pair of crossed pipe cleaners. 
 * * 

From Wheaton A. (Fred L. Gray Com- 
pany, Minneapolis, and recently elected 
head of the National Association of 
Casualty & Surety Agents) Williams 
says this story may be “as useless as a 
pulled tooth” but we think otherwise. 
Here’s Wheat’s story: “When a bum 
stopped me on the street the other 
day and asked for the price of a cup 
of coffee, I directed him across the 
street to ‘The Mission’ where I told 
him he could get a cup for nothing. 
‘IT know that joint, he said, ‘but even 

I like to eat out once in a while’” 
* * « 

This isn’t funny, it’s sad. When Joe 
P. (General Manager of Excess Insur- 
ance Company of America) Gibson saw 
our Christmas card a few weeks ago, 
his comment was that dial telephone 
drawn by our Better Half (Better Three- 
Quarters would be a more accurate 
appraisal) only had nine holes, whereas 
the dial telephone on your desk and 
mine has ten. Merry Christmas, Joe! 

+ es 


Relatives are inherited critics. 
—MERVIN L. LANE. 





POHLMAN WINS HAWKEYE PRIZE 


M. J. Pohlman, northeast Iowa field 
representative for the Hawkeye Casualty 
Co. of Des Moines, won the company’s 
1947 fidelity and surety bond selling 
contest, it is announced by George Olm- 
stead, chairman of the board. The Hawk- 
eye’s Kansas City office finished second 
in the contest, the Denver office third, 
Omaha fourth and Dean Harris, north- 
west lowa field representative, fifth. 


Big Bill 
(Continued from Page 17) 


Greater New York’ should inspire us to 


continue the perpetual campaign for 
safety.” 

Figures so far available, said Mr. 
Jones, indicate a decrease of about 3% 


in the number of fatal accidents in this 
city in 1947 as compared with 1946, 
while the national toll has increased 3%. 
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Charles F. Andrews 
Charles F. Andrews & Associates 
Trenton, New Jersey 


Proof of the Pudding 
“An agent’s most effective weapon against competition a year, gives real meaning to the word, ‘Service.’ 
is superior service to his customers. The /Etma Plan* “Very definitely, the Plan has betcer equipped us to meet 
me napetsialys to tive up eo cer agency Magen, Seley and overcome strong competition. Proof of the pudding 
and Service. is in the more than $100,000 worth of new business 
“Because the Plan questionnaire reveals a// hazards, we obtained from the 100 Commercial and 75 Personal 
can recommend, with complete confidence, the policies “Etna Plans made by our agency since 1932.” 
needed to achieve a maximum of ‘Safety.’ The follow-up, 
which brings each client’s Plan up to date at least once Charles F. Andrews 


*The Etna Plan of Risk and Insurance Analysis 
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...and BASIC to the insurance 


industry is Reinsurance 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fidelity Fire + Inland Marine 

Surety Ocean Marine 
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